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Conn. Agents Look 
ToUM As Alternate 
To Compulsory Law 


Attendance High; Elect 
Beers President; Hear 
Agency Costs Reviewed 


By S. G. MAYCUMBER 


Nelson I. Beers of Old Greenwich 
was elected president of Connecticut 
Assn. of Insurance 
Agents at the an- 
nual meeting at 
Hartford. Other 
officers elected 
were Stetson Ward 
of New Haven, 
vice-president and 
Rutherford G. 
Huizinga, Stam- 
ford, secretary- 
treasurer. Valmore 
H. Forcier of Dan- 
ielson was reelect- 
ed state national 





Nelson |. Beers 


director. 
The meeting was attended by more 
(CONTINUED ON PAGE 39) 


No. Dak. Agents 
Hire Secretary 


North Dakota Assn. of Insurance 
Agents had a turnout of approximately 
100 for the annual meeting at Minot. 
The 1959 edition of the national ad- 
vertising program was well received. 

The chief order of business was the 
hiring of an executive secretary, the 
first the North Dakota agents have 
had. William Daner, an attorney of 
Bismarck, is taking over this position. 

Robert Bain of Bismarck was elec- 
ted president; John Dixon of Fargo, 
lst vice-president, Frank Jones of 
Fargo, 2nd vice-president, Harry Vad- 
nie of Bismarck, secretary-treasurer, 
and Charles Dawson of Fargo, state 
national director. 

The board members are Lyle New- 
berry of Jamestown, John Crabtree of 
Ellendale, William Warner of Fargo, 
Harold Boe of Grand Forks, Kenneth 
Meyer of Linton, and L. F. Temme of 
Buelah. 

Frederick Saefke and Daniel Chap- 
man, Bismarck attorneys, spoke on the 
various bills which will be presented 
‘o the next legislature as the main 
feature of the program. 





PITOT IS RESIGNING 


Sun, Atlas, Royal 
Exchange Combine, 
Parker In Top Post 


Atlas Assurance, Royal Exchange, 
and Sun will place their group fire and 
casualty operations 
in the U. S. under 
one management 
Dec. 31. G. Leyces- 
ter Parker, U. S. 
manager of Sun, 
and Arthur Lang, 
assistant manager 
of Royal Exchange, 
will assume the 
same titles with 
the combined com- 
panies. W. M. 
Kearns will con- 
tinue as U. S. at- 
torney of Sun and will be appointed 
financial secretary of Atlas and Royal 
Exchange. 








G. Leycester Parker 


To Preserve Identity 


While the three offices will preserve 
their separate identities in the U. S., 
they believe that by combining their 
operations they will be able to under- 
write American business more effec- 
tively, to improve their service to 
agents and policyholders and general- 
ly to secure economies and greater ef- 
ficiency from the operation of a larger 
unit. 

The control office will be located at 
55 Fifth avenue, New York. This is the 
U. S. head office address of both Atlas 
and Sun. 

Henry C. Pitot has resigned as U.S. 
manager of Royal Exchange and pres- 
ident of Provident of N.Y., effective 
Dec. 31. He will continue as a director 
of Provident. He will visit Europe in 
the near future at the invitation of 
the directors of Royal Exchange in 
England. 

C. M. Gallagher, U. S. manager of 
Atlas is retiring Dec. 31 after 35 years 
of service with the company. 


Security Casualty Dies A-borning 

Security Casualty of Denver failed 
to get off the ground and sell the 
$90,000 of stock required to obtain a 
certificate. Only $20,000 was sold, and 
the company has filed notice of its 
intent to dissolve. 

Security Casualty was going to 
enter the casualty business. It was 
incorporated in March, 1956. 








Late News Bulletins... 








ls appointed. 
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Election To Mean Department Changes 


The Tuesday election is expected to result in some changes in insurance de- 
partment supervisory authorities. In New York, Nelson A. Rockefeller defeated 
Gov. Harriman. Julius S. Wikler, insurance superintendent, is a Harriman ap- 
bointee. The governorship changed party in Maryland, where the commissioner 


Governors were reelected in Massachusetts and Connecticut. Rhode Island 
appeared headed for a party change. In Pennsylvania there was no party change 
in the governorship. There were a few changes in the south but not in party. 


Another Mutual Life 
And Fire Affiliation 


State Mutual Life and Merchants 
& Farmers Mutual Fire have affil- 
iated in the form of shared manage-~ 
ment of unified “one stop selling.” 
This is the second such corporate ar- 
rangement between a mutual life com- 
pany and a mutual fire insurer. State 
Mutual and Worcester Mutual Fire 
affiliated last August. Worcester Mu- 
tual and Guarantee Mutual Fire of 
Springfield, O., have a working affili- 
ation. 

H. Ladd Plumley, president, and 
Irving T. F. Ring, senior vice-presi- 
dent and general counsel of State 
Mutual, were elected chairman and 
chief executive officer, and vice-pres- 
ident and general counsel of Mer- 
chants & Farmers Mutual, respective- 
ly. Edgar E. Sampson Jr. was ad- 
vanced from assistant secretary to 
secretary to succeed Mrs. Lottie B. 
Crawshaw, who retired after 50 years 
with the company. 

Mr. Plumley, Mr. Ring, Robert A. 
Miller, controller, and Arthur A. Dunn, 
assistant to the president of State Mu- 
tual, were elected directors of Mer- 
chants & Farmers. Also elected were 
Carl R. Brownell, president of G. L. 
Brownell Inc.; Chester D. Heywood, 
director of State Mutual; Paul R. 
O’Connell, attorney, and Dr. Bancroft 
C. Wheeler—all of Worcester. 

Clifford A. Peterson, president of 
Merchants & Farmers Mutual, has 
been with the company since 1922. 
He is a past president of Mutual Fire 
Insurance Assn. of New England. 

State Mutual was organized in 1844 
and Merchants & Farmers in 1847 
with many of the same officers and 
directors. They initially occupied the 
same building. Merchants & Farmers 
has nearly $1 million in assets and 
operates in the six New England states. 


Two Bureaus Do Not 
Appeal Okla. Auto 
Rate Disapproval 


Indications Are That 
This Leaves Situation Up 
To Individual Insurers 


= 


OKLAHOMA CITY—Disapproval of 
automobile rate filings by the state 
insurance board will not be appealed 
to the courts. Nov. 4 was the last day 
on which the board’s order could be 
appealed under the law, and that date 
passed without action by National Bu- 
reau of Casualty Underwriters and 
National Automobile Underwriters 
Assn. The two rating bureaus have 
notified members and subscribers that 
they have “determined to take no fur- 
ther action at this time.” 


Up To Individual Insurers 


The two filings, which were disap- 
proved by a 2 to 1 vote of the board, 
contained a reduction of five points in 
the production cost allowance factor. 

The decision of the bureaus not to 
take further action at this time ap- 
pears to leave the situation up to the 
individual insurer to deal with as it 
sees fit. As Paul Ballinger, board 
member, observed when he _ voted 
against approval of the filings: 

“Reduction in commissions, even 
well under the proposed 20%, may 
well be necessary, as well as reduc- 
tions in other items of the produc- 
tion cost, and other expense and prof- 
it items of the operation of the com- 
panies. But these reductions and ad- 
justments, wherever needed, can be 
put into effect now by company and 
agent, without sanction and approval” 

(CONTINUED ON PAGE 37) 





New officers of 
Colorado Insurors: 


Seated, left to 
right: Maurice G. 
Baker, Colorado 
Springs, outgoing 


president; Norman 
V. Cohn, Denver, 
new president, and 
A. M. Slawsby of 
New Hampshire, 
president of the 
National associa- 
tion. 

Standing are 
William Galyardt, 
Fort Collins, secre- 
tary, and Peter J. 
Walsh of Denver, 
who was reelected 
state director. 
(Story on page 4) 











N.Y. Agents Hear 
Everybody's Story 
At Regional Meet 


Walsh, Wikler And Rabin 
Cover Politics; Brewer 
Eyes Wasteful Practices 


By JOHN N. COSGROVE 


GARDEN CITY—John N. Walsh Jr., 
a salty citizen from Buffalo, told his 
fellow agents at the downstate region- 
al meeting of New York State Assn. 
of Insurance Agents here that much 
needed automobile and fire rate in- 
creases in the state have been tabled 
by “nothing but politics.” He addressed 
the capacity, standing-room-only audi- 
ence of close to 800 as “fellow Repub- 
licans” and urged all to get out and 
vote for those who will remove politics 
from the business. 

His views clashed strongly with 
those advanced by Justice Samuel 
Rabin of the state supreme court, the 
luncheon speaker, who discounted 
political influence on rates. The agents 
had just finished a notably good lunch 
which they seemed to swallow more 
eagerly than Judge Rabin’s opinions. 
He does not think that the compulsory 
law has made rate making a political 
football or that the fears of the indus- 
try regarding the effects of the law 
in other respects have been realized. 


Sees Claims Tug Of War 


Judge Rabin sees the automobile 
liability claim picture as a sort of 
legal taffy pull with some companies 
taking a niggardly, uncooperative at- 
titude and trying to force settlements 
on the basis of urging claimants to 
take what “they can get now” rather 
than wait for a deferred trial. Pulling 
at the other extreme are claimants 
who exaggerate injuries or are down- 
right dishonest, he said. 

Judge Rabin pictured jurors as 
people who see TV quiz winners 
receive huge sums—without even be- 
ing injured. Jurors also see living 
costs rising, he said, and these factors 
influence their decisions. He has found 
them in the main fair and reasonable 

(CONTINUED ON PAGE 12) 


General Of Seattle Has 
Big Gains For 9 Months 


General America Corp., the holding 
company of General of Seattle and 
its affiliates, in a report to stockholders 
for the first nine months shows ad- 
justed underwriting profit of $12.20 a 
share, compared with a loss of $1.50 
for the same period of last year. 
Investment income was $9.01 against 
$8.35, other operating income 39 cents 
against seven cents, and net profit 
after taxes in 1958 was $12.94 com- 
pared with $5.60 the year before. 

The liquidating value of the stock 
as of Sept. 30 was $144.57 compared 
with $130.82, and the liquidating value 
with securities stated at market value 
less capital gains tax was $180.62 
against $152.38. 

It is noted that during the first nine 
months of 1958, the new General Life 
issued $34,696,000 of paid for business 
and has life insurance in force of 
$34,707,000. 
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W. W. Files, left, Utilities of St. 
Louis, and Neill Senter, Humboldt 
agent, and the plaques they received 
in recognition of their efforts in 
obtaining new members for Insurors 
of Tennessee. 





Hiestand Retires 
After 38 Years With 
Ohio Farmers 


Jean C. Hiestand Sr., chairman of 
Ohio Farmers and Ohio Farmers In- 
demnity, has re- 
tired after 38 years 
with the compan- 
ies. 

Mr. Hiestand en- 
tered _ insurance 
through the 
friendship of his 
father with S. W. 
Purmort and C .A. 
L. Purmort of Cen- 
tral Manufactur- 
ers Mutual of Van 
Wert. He was with 
that company from 
1913 to 1919 when he joined Ohio In- 
spection Bureau. In 1920, he went with 
Ohio Farmers in the claim department 
and later organized and managed the 
automobile department. He was in- 
strumental in the early development of 
Ohio Farmers Indemnity. 

Mr. Hiestand was elected assistant 
secretary of Ohio Farmers in 1923, 
secretary in 1932 and vice-president 
in 1949. In 1956, he was elected presi- 
dent and he has served as chairman 
since 1957. 

During his insurance career, Mr. 
Hiestand has served as president of 
Western Sprinklered Risk Assn., direc- 
tor of Western Insurance Bureau, 
president of Underwriters Service 
Assn., president of Ohio Safety Council, 
president of Insurance Federation of 
Ohio. He is a member of the governing 
committee of Western Underwriters 
Assn. and a trustee of Underwriters 
Adjusting Co. He will continue as a 
director of Ohio Farmers companies. 





J. C. Hiestand 


Rules Auto Club Out Of Order 

ST. LOUIS—Circuit Judge McMil- 
lan has ruled that Automobile Club of 
Missouri is engaging in unauthorized 
practice of law by having attorneys 
enter guilty pleas, pay fines and per- 
form other services for club members 
involved in traffic offenses. He handed 
down the decision in a suit seeking a 
declaratory judgment that had been 
filed by the club against the bar 
committee. The committee had in- 
formed the auto club that it was going 
to file suit seeking a court ruling on 
the club’s legal activities for the 
members. 


Home Has New Selling Plan 
With Budget As Spearhead 


By JOHN N. COSGROVE 


Home has adopted a modern mer- 
chandising program. Spearheaded by 
the company’s new budget plan, Thi- 
co, the program is aimed at the ulti- 
mate goal of transforming its agency 
plant and its field service into what is 
primarily a sales team. One of the 
chief purposes of the program is to 
relieve producers of details that tie 
them to their offices, and give field 
men, backed by technical specialists 
in territorial offices, more time to 
manage the company’s selling activi- 
ties. 

In a pre-testing of the plan, the ap- 
peal of Thico to insured was illus- 
trated when a Home field adminis- 
trator and an agent called on a com- 
mercial client who was placing 25% 
of his account with the agent. This 
customer was so pleased with Thico 
that he budgeted all of his coverages 
and placed them with Home. The pre- 
mium involved was more than $10,000. 

The company is launching the pro- 
gram countrywide immediately fol- 
lowing a series of meetings in New 
York, Atlanta, Chicago and Denver 
(from Oct. 22 to Nov. 4) at which all 
field administrators were _ indoctri- 
nated in the new Thico plan by 
President Kenneth E. Black, T. Mor- 
gan Williams, vice-president in charge 
of sales, and W. W. Allen, vice-presi- 
dent in charge of research. At these 
meetings, a presentation on sound 
films and recordings was used to ex- 
plain the budget plan and its signifi- 
cance to the long range merchandis- 
ing objective. Following these meet- 
ings, field administrators will indoc- 
trinate all field men, and they in turn 
will introduce the program to pro- 
ducers. 


Campaign Is Well Defined 


Sales promotion at Home now is a 
company-wide function, backed by 
merchandising thinking from the top 
down, and by planned efforts to ex- 
ecute the program. Home’s main line 
of authority in its new project is from 
the president to territorial vice-presi- 
dents, to field administrators—who 
have been relieved of most technical 
duties in order to allow them to con- 
centrate on sales—to field men to pro- 
ducers. 

The Thico plan for the exclusive 
use of Home producers and policy- 
holders—including life—has an under- 
lying slogan—PPS. This symbolizes 
more premiums and bigger profits 
for producers, and greater security for 
insured. Thico is based on the theorem 
that the chief requisite in modern 
merchandising is credit. It combines 
all coverage written by Home into a 
single continuous, equal-payment 
package. The producer can sell cov- 
erage with payments spaced to suit 
the purchaser—by month, quarter, or 
year. Thico minimizes such major 
problems as collection, handling de- 
tail, free credit, loss of renewals, and 
flat cancellations. 


Procedure Outlined 


Budget agreements under Thico ex- 
tend indefinitely and are not limited 
to the duration of policies. Renewals, 
new policies, and additional premi- 
ums may be added to the same agree- 
ment. Payments are spread over the 
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full term of each policy, and credit 
are developed during this periog ty 
keep the initial payment on renew, 
at the installment payment level, Th 
agent collects only the down paymey 
on the initial agreement and forwan 
it to Thico which makes all Subse. 
quent collections on existing and adgj. 
tional policies, and additional prenj. 
ums. 

Insured signs only once—the origi. 
nal agreement. Renewals, new poli. 
cies, and additional premiums are aj. 
ded without insured’s signature. Afte 
the down payment, all subsequen; 
payments are the same size. There j 
a one-month grace period on instal}. 
ments. At no extra charge, month) 
premiums on People-Home Life Pol: 
icies may be included by themselye 
in an agreement or may be combine 
with monthly payments on Home pol. 
icies. 

Thico’s rates on monthly, quarterly 
and annual plans are one-half percen; 

(CONTINUED ON PAGE 38) 


Companies Told How 


To Avoid Cal. Agents 
Anti-Trust Threat 


Reports persisted during the meet- 
ing of California Assn. of Insurane 
Agents last week that the companie 
which reduced auto commissions ani 
are threatened as a result with an 
anti-trust suit are on the point of 
reversing themselves. However, there 
was no official word on this and the 
officers of the agents’ association 
would not comment. 

During the meeting, Roger Chicker- 
ing, Oakland, the California president, 
said the companies could avoid being 
sued by rescinding their reduction of 
commissions and_ reimbursing _ the 
agents for the difference in commis- 
sions since the date of reduction. Mr. 
Chickering said he was outlining this 
method of dodging the agents’ ire a 
the request of the companies. 

Members of the California associa- 
tion supported their officers in plans to 
go to court with an anti-trust suit 
against the companies, authorizing the 
newly elected officers to “carry their 
plans to a conclusion in such manner 
as their good judgment dictates.” 

There was a two-hour question and 
answer period between the agents and 
Joseph L. Alioto, the anti-trust attor- 
ney, who is prepared to go all the way 
to the U. S. Supreme Court in a 
effort to prove that the companies 
have engaged in anti-trust activities 
by reducing commissions. No official 
statement came out of this session. 

No date has been set as yet for the 
filing of the suit against the insurance 
companies by their agents, but all 
indications are that the companies 
will be hailed into court before the 
end of the year. It is believed in some 
quarters that the agents are hoping 
the companies will respond to the 
threat of anti-trust legal action and 
do as the agents demand. a 

A resolution was adopted praising 
the administration of Mr. Chickering 
as providing “vigilant attention t 
problems and prompt and_ thorough 
care of all duties.” 
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Life Insurance Company of 
America. Now, as The Man With 
The Plan, you will be able to offer 
true “one stop” insurance service, 
which includes life insurance de- 
signed for modern living —a new 
concept backed by one of the 
strongest, longest established 
insurance organizations in the 


country. 





is a good, big opportunity because we're a brand 
new outfit in the field of life insurance. And, being 
new, we've been able to design our entire portfolio 
of life policies as well as all practices and procedures 
with just one idea in mind: To make each policy as 
easy as possible for the buyer to buy, as easy as possible 
Sor the agent to sell. 
Want details? 


Here are a few right now: Extremely sound finan- 
cial and organizational backing because the entire 
Employers’ Group of Insurance Companies is behind 
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INSURANCE COMPANY OF AMERICA 


EXECUTIVE OFFICES - 110 MILK STREET. BOSTON 7. MASSACHUSETTS 


proaches to merchandising and servicing; top-flight 
management team whose average age is under 40 
and whose collective insurance experience runs 
over 110 years. 


Last and probably most important, Employers’ 
Life makes Employers’ Group one of the very few 
nationwide, full-line life and property groups in 
existence. Become an Employers’ “Man With The 
Plan” and you'll be set to give your clients the com- 
plete, one-stop insurance service people-demand 
these complicated days. ? 
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Colo. Agents Elect 
N. V. Cohn President 


[Picture on page 1] 

Colorado Insurors Assn. at the an- 
nual meeting in Colorado Springs 
elected Norman V. Cohn of Denver as 
president succeeding Maurice G. Bak- 
er of Colorado Springs. J. R. Wells, 
Grand Junction, is vice-president; 
William Galyardt, Fort Collins, secre- 
tary; James Caldwell, Colorado 
Springs, treasurer (reelected), and P. J. 
Walsh, Denver, state national director 
(relected). 

Commissioner Sam N. Beery spoke 
at the opening session, stressing the 
increasing perplexity of insurance and 
the burden that is put upon the agent 
to keep pace. 

W. W. Ellis, Aetna Casualty field 
supervisor, spoke on “You Can’t Fly 
With One I,” mentioning the impor- 
tance of such characteristics as inde- 
pendence, industry, ingenuity and in- 
tegrity on the part of agents and com- 
pany representatives. 

The luncheon speaker was A. M. 
Slawsby of New Hampshire, president 
of the National association. 

Charles Lott of Greeley and Nor- 
man Cohn of Denver were co-moder- 
ators of a round table discussion in 
the afternoon which took up, among 
other things, the question of whether 
a continuous policy is the answer to 
the perpetuation of an agency and 
whether better company-agent coop- 
eration will improve the service to the 
buyer. 

At another round table, John Som- 
mer of Denver presented a series of 
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BREAKING IN 4 


Breaking into the special risk field? 
Here’s a word of advice. Unusual or  —_ 
‘out-of-the-ordinary’ risks can do a lot 
for your income if you have the right 
organization to back you up. You'll 
quickly. You’ll need a competent, fully staffed Lloyd’s firm 
like Leo B. Menner & Co. to help speed things along. Team- 
work is everything. Write for our new descriptive booklet 


EXCESS AND SURPLUS LINES 


LEO B. MENNER & COMPANY, ine 


l 141 WEST JACKSON BOULEVARD +» CHICAGO 4 


FieNATIONAL UNDERWRITER 


movies on the principles and tech- 
niques of salesmanship, and Donald J. 
Finnie of Mountain States Telephone 
Co., showed a movie on _ telephone 
techniques. 

P. J. Walsh was the first recipient 
of the association’s “Insuror of the 
Year” award, given to the member 
who has been active in the interest 
of the organization. Mr. Walsh is a 
past president. 

Among the pre-convention activities 
was a local board officers meeting at 
which committee reports were given 
and the progress of the various local 
associations was related. 

The new directors of the Colorado 
association are: Richard Dowis, Ster- 
ling; R. H. Stebbins, Denver; James 
M. Kellett, Denver; Wallace Koster, 
Salida; L. R. Holman, Manassa, and 
R. W. Turner Jr., Durango. 


Chicago Insurance Exchange 


Building To Get New Elevators 

Work is scheduled to begin soon in 
the Insurance Exchange building, Chi- 
cago, to replace two sets of elevators, 
four local and four express, in the 
south bank of the north section of the 
building with the latest Otis autotron- 
ic, pushbutton equipment. No operator 
is required at any time. Also, expan- 
sion of the building’s air-conditioning 
system continues, the next two floors 
to be completed being those occupied 
by Travelers, which has just signed 
a new long-term lease. 


Members of South Bend-Mishawaka 
Assn. of Insurance Agents were hosts 
to the legislative nominees of St. Jo- 
seph county at a dinner last month. 
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need correct answers 


We serve agents, brokers 
and insurance companies. 
No direct business, of course! 
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Mo. Panel Deals With Major Problems 
Confronting Insured, Producer, Company 


ST. LOUIS—One of the features of 
the convention program of Missouri 
Assn. of Insurance Agents here was 
a panel discussion of major problems 
confronting prospect, producer and 
company. John Henschke of the Insur- 
ance Agency Co., St. Louis, was 
moderator. 

Participants were Maurice Dunklin 
of the W. E. Walker agency, Cape 
Girardeau, on meeting auto competi- 
tion in a small town; Seldon Brown, 
insurance director of Associated In- 
dustries of Missouri, on legislation; 
William Crandall, Aetna Fire group 
manager at St. Louis, on dealing with 
today’s competitive difficulties; Donald 
C. Brain of W. B. Johnson & Co., 
Kansas City, on direct billing, and 
Kenneth O. Force, executive editor of 
THE NATIONAL UNDERWRITER, on devel- 
opments affecting the future of agents 
and their companies. 

Mr. Brain’s discussion was treated 
in a separate story last week. 


Meets Town Competition 


In his “small town,’ Mr. Dunklin 
said, his agency successfully has met 
auto competition. Since February, 
when bureau rates went up, the agen- 
cy has lost two cars but has added 
several. 

He conceded, however, 
petition exists. In Missouri in 1948 
bureau insurers wrote 28.5% of the 
auto BI and PDL. In 1956 they wrote 
15.3%. 

In handling auto business his agen- 
cy tries to do a great deal of its own 
underwriting. It submits no risks it 
knows are of poor quality, and it 
submits no class 2 risks without 
collateral lines. 

He said he could call all his auto- 
mobile insured by name, and he tries 
to police young drivers. For example, 
the doctor’s son has a new automobile 
and was driving in what Mr. Dunklin 
thought was an unsafe manner at 
1 a. m. not long ago. A couple of days 
later he observed the young man 
driving in a similar manner, so he 
insisted on a conference with father 
and son to discuss the situation. The 
doctor was amazed the agent had 
nerve enough to reprimand the boy, 
but after the talk he agreed the inter- 
view was justified. 


that com- 


Has Good Claim Service 


His agency prides itself on its claim 
service, Mr. Dunklin said. It has good 
companies, and it tries to be of service 
to insured. It makes out state reports 
for insured—and even for third party 
claimants. Persons insured in other 
companies have changed to the Walker 
agency because of this. They are not 
used to this kind of service with their 
agents. 

But most important, Mr. Dunklin 
thinks, the agency never attempts to 
hide the fact it represents. stock 
insurers, and that its rates are higher 
—but that it earns the difference 
through real service. 

Labor members of the governor’s 
advisory committee on workmen’s 
compensation in Missouri have indi- 
cated they will ask for an investigation 
into WC insurer costs, Mr. Brown said. 
They object to insurer expenses as 
compared with: monopolistic or com- 
petitive state funds in other states. 
They can get their investigation, Mr. 
Brown said, by a resolution in either 
house of the legislator; or, in an interim 
period, they have to have a resolution 





November 7, | 


by both houses and signature of the 
governor. 

Labor wants a lot of extensions j 
benefits—6625% of weekly Wages gf 
$100 or less; maximum death benef 


of $15,000 plus $1,000 for each mingf i 


child; coverage of all employment 
four or less; easement of technicalitig 
under the law; extension in disfigure. 
ment benefits to all parts of the bow 
with a new maximum of $3,000; » 


increase in the loss schedule by 25%. fi 


etc. 

Mr. Crandall said that basicaljy 
agents and insurers recognize team. 
work as the base of the agency systep 
—despite all the criticisms one of th 
other that have been voiced in recey 
times. The public, however, who j 
boss of both, has changed. It fee, 
compelled to buy a great deal g 
insurance it used to do without. 

Consequently, the common purpog 
of company and agent is to act intellj. 
gently to meet the reality that much 
insurance is bought because of credit 
or social requirements, and is not 
“sold.” Consequently, he said, insur. 
ance must be made available at the 
lowest possible price. At the same 
time, however, the agent has to ge 
the buyer’s choice—and sell the colla- 
teral coverages. The agent can do it 
Mr. Crandall is convinced—he has 4 
natural talent for it, and the prospect 
is almost ready to buy anyway. Such 
items include insurance to _ value 
individual A&S and life, etc. 


Limited Cover Wouldn’t Help 





He was asked if he thought a limited 
form of auto cover at a reduced price 
would help meet competition. No, he 
replied. The problem can’t be solved 
that way, even though it might some- 
what reduce exposure. It would be 
hard to sell—and would not be honest. 

In 1954, he noted, 39 leading stock 
companies had a company expense 
ratio of 17.71, only four points below 
State Farm’s combined expense and 
acquisition ratio. 

He said this kind of program has 
been proposed as the only way agents 
and agency companies can meet their 
competition: 

1. Clean up the cover, which means 
limiting it in a few respects. 


2. Adopt direct billing and other 


methods to reduce accounting costs. 

3. Reduce acquisition costs at the 
source. 

(CONTINUED ON PAGE 1%) 
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Blue Shield Studies 
Lower D.C. Premium 
For Lower Incomes 


At the request of Washington, D. C. 
Medical society, the local Blue Shield 
organization covering the Washington 
area, has begun studying the possibil- 
ity of setting up a separate medical- 
surgical care plan for low income 

ups that would provide regular 
penefits at reduced premiums. 

Dr. Donald Stubbs, local Blue Shield 
president and chairman, said that the 
income cut-off point cannot be esti- 
mated until it is known how many 
subscribers will be covered. However, 
he said that he thought maximum 
family income to qualify under the 
plan would be about $3,000 a year. 
Hospitalization, which is covered by 
Group Hospitalization, Inc., the local 
Blue Cross organization, is not includ- 
ed in the new plan. 

An outline of the proposal has al- 
ready been sent to six medical socie- 
ties in the Washington area for con- 
sideration and Dr. Stubbs reported 
having heard “nothing unfavorable” 
so far. 

The present Blue Shield cut-off 
point is $6,000 of annual income, with 
premiums averaging $4.94 a month 
per family and $1.56 per individual. 
No premiums have been decided upon 
for the new plan. 

Dr. Stubbs said that similar plans 
exist in some parts of the country and 
have evolved over the years as higher 
income groups have been charged 
higher premiums. Some plans, he said, 
have up to seven premium rates based 
on income. However, he said that he 
is not aware of any other plan that 
has attempted to handle the low-in- 
come group medical-surgical care 
problem by arbitrarily setting up a 
new and lower classification as pro- 
posed for Washington Blue Shield. 


Traders & General Names 
Two Specials In Texas 


Marvin E. Sullivan has been ap- 
pointed special agent for Traders & 
General in the northeast and east 
Texas territory with headquarters in 
the home office, 115 South Field 
street, Dallas. Mr. Sullivan has been 
in the insurance industry, as a com- 
pany representative and local agent 
for 12 years. 

G. W. Gallaway has also been ap- 
pointed special agent for the company 
in the Dallas territory with headquar- 
ters in the home office. Mr. Gallaway 
has had several years’ experience in 
the casualty field as a local agent 
and company representative. 


Mutual Creamery Names 
Whitehead At Minneapolis 


Mutual Creamery Ins. Co. of Min- 
neapolis has named A. G. Whitehead 
Manager of its boiler & machinery 
department. Mr. Whitehead has had 
Many years of boiler & machinery 
underwriting, claims and production 
work with Hartford Steam Boiler, 
Johnson & Higgins agency in Chicago 
aid as an independent consultant to 
large owners of equipment in that line. 


The Meeker & Meeker agency of 
Franklin, O., operated by Fred O. 
Meeker, has purchased the Lloyd H. 
Ritz agency of that city. The Meeker 
agency is marking its 75th anniver- 
sary in the business. 
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Better Understanding 
Of How A&S Coverage 
Aids Oldsters Urged 


A coordinated program to improve 
public understanding of how volun- 
tary health insurance helps finance 
the medical care costs of the nation’s 
older age population was urged by 
Joseph F. Follmann Jr., director of 
information and research of Health 
Insurance Assn. of America, during 
his talk before the medical care sec- 
tion of American Public Health Assn. 
annual meeting in St. Louis. 

Mr. Follman stated that “the public 
generally is lacking in an awareness” 
of the purposes, nature and accom- 
plishments of voluntary A&S coverage. 
He said that although much had 
already been achieved in educating 
the public on the subject, much more 
still can be accomplished by the A&S 
industry. 

Mr. Follmann pointed out that the 
number of older people with some 
form of health insurance has been in- 
creasing steadily and can be expected 
to continue to grow in the future. 


40% Over 65 Covered 


He said, “Generally, it is accepted 
that at least 40% of persons over 65 
now have some health insurance cov- 
erage, although a recent study in 
Michigan indicated the insured pro- 
portion of the aged in that state to 
be 86%.” 

The percentage of persons over age 
70 having some form of A&S coverage 
in 1956 was exactly the same, 30%, as 
the percentage of the entire popula- 
tion at all ages who had some form of 
A&S coverage in 1946, Mr. Follmann 
said. 

Looking into the future of A&S 
coverage, he stated, “This generation 
will see to it that their voluntary 
health insurance protection is main- 
tained in their years beyond retire- 
ment. Thus, with respect to the future 
aged, the proportion of insured will 
continue to grow and the uninsured 
aged problem to decline.” 


Celina Mutual Assigns 
Four To Claim Posts 


Robert Ball, formerly Toledo claims 
representative of Celina Mutual, has 
been assigned to a new claims office 
in Indianapolis. Roy D. Rector, who 
has been with the claims division of 
Dundee Truck Lines, will replace Mr. 
Ball in Toledo. 

Christopher Culver has been sent to 
Dayton as claims representative. He 
has been in the legal department of 
Burroughs Corp. and practiced law in 
Detroit. James Foreman will also be a 
claims representative in Dayton. 


Mutual of Hartford marked the 
opening of its new office building at 
95 Woodland street with an open 
house reception Oct. 21. 


Tells Companies To Wrap Up 
Packages And Get Out Of Market 


Albert J. Mezey, New York City 
agent and chairman of the metropoli- 
tan and large lines committee of Na- 
tional Assn. of Insurance Agents, 
declared that package policies are the 
cancer of the business. He spoke at the 
downstate regional meeting of the 
New York state association at Garden 
City. 

Mr. Mezey said that the package 
forms have dislocated, disrupted and 
thoroughly confused the entire busi- 
ness, and it is high time producers 
took action. He advised every produc- 
er in New York to write to the presi- 
dent of every company, requesting 
the withdrawal of personal property 
floaters, homeowners C and commer- 
cial property policies from the state. 
This is not a backward move, he went 
on, but a forward step in providing 
coverage on a sound basis. 


Multiple Line Underwriting 


Packages are an outgrowth of mul- 
tiple line underwriting, which in it- 
self represented a fundamental change 
in the business, he said. It has led to 
some strange developments, and some 
disastrous results, particularly in con- 
nection with so-called all risk policies. 

It was not long after multiple line 


underwriting was adopted that it be- 
came an instrument of competition, 
resulting in over-experimentation in 
a multitude of untried forms, Mr. 
Mezey continued. He does not believe 
that all package policies are unsound or 
that multiple line underwriting should 
be abandoned, but he maintains that 
both have been misused. He does not 
base this opinion on recent develop- 
ments, or on one bad year, but on a 
long trend of poor experience on all 
risk contracts which he insists are 
give-away or maintenance policies. 


N. ¥. Concerned With PPF 


As far back as 1951 the New York 
insurance department was deeply con- 
cerned with the heavy loss ratio of 
the personal property floater, he said. 
Among other things the department 
suggested that companies make great- 
er use of deductibles, employ war- 
ranties as to previous experience, and 
consider eliminating coverage for 
mysterious disappearance and dam- 
age by pets. One significant sugges- 
tion was to remove coverage for “oth- 
er situations which are not insurable,” 
Mr. Mezey noted. 

The loss ratio for stock companies 

(CONTINUED ON PAGE 28) 
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The outlook for the local agent is 
both good and bad, Guy T. Warfield of 
Baltimore, past president of NAIA, 
said in his talk at the annual meeting 
of Maryland Assn. of Independent 
Agents in Baltimore. 

The outlook is bad because many of 
the things that the agents cherish are 
being attacked, and they are in for 
changes which will be hard for them 
to take, he said. The outlook is good 
because there is reason to believe that 
some really constructive thinking is 
being done by some companies that 
may bring about developments which 
will prove to be the means of their 
salvation and that of the agents. He 
foresees commission cuts as pretty 
certain. 


Packaging Problem Immediate 


Among important immediate prob- 
lems is packaging. The uniformity of 
the new homeowners policies in some 
ways will be quite helpful. In others, 
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Warfield Sees Real Changes Ahead For 
Agents But Believes They Can Meet Them 


it seems a shame to lose the flexibility 
that was available to an intelligent 
agent who would do the work neces- 
sary for a real tailor-made plan. 

Of more concern, however, is the 
fact that agents probably have reason 
to be upset when they realize that in 
the beginning, the companies couldn’t 
agree on a proper approach to packag- 
ing and now they have—but by so 
doing, may force agents to rework 
many of their plans only a few years 
after they set them up. Unfortunately, 
also, agents will have to do a lot of 
explaining of some coverages formerly 
granted but now not available. As the 
other new developments that seem to 
be coming evolve, agents hope they 
don’t get off in a similar fashion, he 
said. 

Another change which will have a 
tendency to throw agents more in line 
as agents of a single company, (and 
this might ultimately be one of the 
important developments in the busi- 
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ness), is the new financing plans 
which let the agent put every policy 
in one pot and pay for them monthly. 
This fits in with the current American 
buying habits. Also, however, this type 
of payment was a big help to Allstate 
and State Farm in their fabulous 
growth. This financing idea has been 
slow in coming, but is now rather 
widespread and will ultimately lead 
to greater packaging. 

Greater packaging in large commer- 
cial lines has come about with the 
commercial and industrial property 
forms. There is great growth in Lloyds 
blanket and umbrella policies. Vast 
changes are likely in this field in the 
next five years which may completely 
change the agency companies’ philos- 
ophy of handling commercial risks. 


New Rating Procedures May Help 


There are also being studied many 
new rating procedures which may 
help in the long pull. Most are de- 
signed to move with inflation and loss 
experience more accurately, even in 
the fire field where probably less 
emphasis will be placed on the old 
type of schedule rating and more 
emphasis on class experience. Accom- 
panying this, and perhaps considered 
in these rating procedures, is the 
uneconomic small policy. If agents 
have renewed any policy under $5,000 
in recent years on a dwelling without 
increasing the amount of the policy, 
or have renewed contents for less than 
$3,000 without increasing it, they have 
contributed further to the problem 
created by current rating procedures 
that has made an almost open invita- 
tion to specialty companies to move 
in and take away cream fire business, 
just as obsolete rating schemes have 
contributed in some measure to prob- 
lems in automobile insurance. 

He said he hoped these develop- 
ments come soon, and that they are 
able to help agents do better market- 
ing jobs. Above all, he hoped that they 
evolve with the help of the agents so 
as to avoid some of the pitfalls in the 
development of package residence 
policies. 


Automobile Losses Out Of Hand 


Automobile losses are completely 
out of hand in frequency and amounts 
paid. It is to be hoped that some mir- 
acle of public relations may make the 
public realize they are spending their 
own money in these horrible verdicts. 
There is the possibility that automobile 
insurance could become too expensive 
to carry, as costs continue to rise. With 
the spread of compulsory, unsatisfied 
claim judgment funds and the new ap- 
proach in New York state of an indem- 

(CONTINUED ON PAGE 26) 
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Ky. Agents’ Rally 
Set For Nov. 16-18 


Kentucky Assn. of Insurance Agen, 
has released the list of speakers for it 
annual meeting Nov. 16-18, Kentuch 
Hotel, Louisville. Among those appeg. 
ing on the program are: Morton V. y 
White, Allentown, Pa., a former mem. 
ber of the executive committee of the 
national association; Walter G. Dit). 
mer, assistant manager Wes ter) 
Underwriters Assn.; Commissione, 
Northington of Tennessee and _ preg. 
dent of NAIC; and Frank Schaffe 
New York City, vice-president of 
Doremus advertising agency, which j 
handling the NAIA ad program. 

Also, Louie E. Throgmorton, vic 
president Republic National Life; Com. 
missioner Thurman of Kentucky 
Martin W. Boedeker, Louisville, execy. 
tive field supervisor of Royal Ry 
change; William E. Clark, Louisville 
superintendent audit department Kep. 
tucky Inspection Bureau; Frank 
Adcock, Lexington, recording special 
agent of Continental, who will discus 
the homeowners and CDP merger 
Russ Caughron, Louisville, superinten. 
dent underwriting department Aetn 
Casualty, who will cover casualty 
changes. > 


Also, C. E. Jarratt, Louisville, man.} 


ager Western Adjustment, who wil! 
handle form and coverage changes 
Louie W. King, Olive Hill, Kentucky 


association president; Robert A. Law. 


ton, Central City, state national direc. 
tor; J. R. Montgomery Jr., Springfield 
advertising chairman. 


Three Southern Changes 
For Fireman’s Fund Group 


Several field changes have been 
made in the southern department of 


Fireman’s Fund. 


Rolph G. O’Sullivan has been ap- 
engineer for 
Mississippi and western Alabama. He 
has been field safety engineer for 
South Carolina. He is succeeded there 
by A. Brooks Holtzclaw, who will 
in Columbia. 
Thomas J. Avery has been appointed 
disability and 
burglary underwriter for Mississippi, 
replacing William P. Black, who is 


pointed field safety 


maintain headquarters 


automobile, casualty, 


entering the banking business. 


Messrs. O’Sullivan and Avery will 


have headquarters at Jackson, Miss 


Atlantic Mutual has 


agent in suburban New York. 
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notice of accident you receive and by preaching prompt reporting to your 
policyholders you can help in a practical public relations job. 


PROMPT REPORTING OF ACCIDENTS IS THE 
FIRST REQUISITE OF GOOD CLAIM SERVICE 
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appointed 
George F. Roberts supervisor of a new 
casualty underwriting department at 
Newark. He joined the company in 
1950 and for five years was special 
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Aetna Casualty Raises 
Mathews, Davis At N. Y. 


Eugene H. Mathews, assistant gen- 
eral manager of Aetna Casualty at 
New York, is assuming additional 
duties as administrative assistant to 
Edward W. Ellison, vice-president, and 
becomes second in charge of the office. 
Mr. Mathews continues to be respon- 
sible for over-all operation of the 
casualty underwriting department. 
James J. Davis is being advanced to 
manager of that department. 

Mr. Mathews joined the company 45 
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years ago and was made assistant 
general manager in charge of casualty 
underwriting in New York in 1940. 
Mr. Davis, with the company since 
1929, has been assistant manager of 
the special risk department since 1953. 

Royal-Globe has appointed H. Gre- 
ville Smith, president of Canadian In- 
dustries, and Jacques de Billy of the 
Quebec law firm of Gagnon & de Billy, 
members of its Canadian advisory 
board and directors of Globe Indem- 
nity, Liverpool-Manitoba, and Hudson 
Bay. 
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offshore oil insurance 


BECAUSE insurance agents and brokers 
know the importance of experienced han- 
dling in arranging proper coverage and 
proper claims servicing, they will in most 
cases recommend placing insurance on off- 
shore oil drilling and production equipment 
with a specialized market such as Southern 


Southern Marine’s Loss Prevention Serv- 
ice, included at no extra cost, is geared 
to work with assureds in preventing 
losses to reduce future insurance costs 
and to prevent equipment down-time. 
Even when fully reimbursed for loss or 
damage, assureds know how expensive 
it can be to have equipment laid up for 
repairs and not earning. 


Our Service is for Insurance 
Agents and Brokers Only 


THERN MARINE 
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610 Poydras Street, TUlane 5266, New Orleans 12 
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Home Advances Monds; 
Three In Auto Shifts 


Secretary Robert H. Monds, former- 
ly manager of Home’s automobile 
department, has been given special 
assignments under vice-president and 
secretary Mortimer E. Sprague. Alex- 
ander S. McHaffie has been advanced 
from assistant manager to manager, 
and George E. Lewis from underwrit- 
ing supervisor to assistant manager of 
the automobile department. Robert D. 
Harper, assistant manager of Home 
Indemnity’s metropolitan department 
handling automobile, has transferred 
to the automobile department as assis- 
tant manager. 

Mr. Monds joined Home in 1929. In 
1943 he was made assistant supervisor 
of the automobile department and in 
1947 was elected an assistant secre- 
tary. He became secretary in 1952. 
Mr. McHaffie began with the company 
in 1927 as an examiner. He was made 
supervising examiner in 1948 and 
assistant manager in 1950. Mr. Lewis 
joined the company in 1928 and 
became underwriting supervisor in 
1950. Mr. Harper joined Home in 1938 
and in 1955 was made supervisor of 
the automobile counter unit where he 
subsequently became assistant man- 
ager. 


Selected Risks Has Gain 


In First Nine Months 


Selected Risks of Branchville, N. J., 
had an underwriting profit of $231,387 
in the first nine months, compared 
with a loss in the same period a year 
ago of $411,209. The incurred loss ra- 
tio, including loss adjustment expense, 
decreased from 67 to 58 while the ex- 
pense ratio decreased from 35.3 to 
34.7. 

Frank P. Weiler has been advanced 
from vice-president to executive vice- 
president. Mr. Weiler joined the com- 
pany in 1935, became an assistant sec- 
retary in 1937, a director in 1946 and 
vice-president and secretary in 1950. 
He will continue as secretary. 


Oregon Agents In All-Out 
Anti-Compulsory Drive 


An aggressive and intense campaign 
against compulsory insurance is being 
conducted by Oregon Assn. of Insur- 
ance Agents throughout the state, 
with all local agents, mutual and stock, 
recruited to distribute many pertinent 
pieces of literature containing argu- 
ments against compulsion and in favor 
of voluntary forms of insurance. 

This literature contains arguments 
and facts based upon the record of 
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scientists, educators, government a» “Rathel 
military leaders, sponsored by Nq™=*ous 
tionwide, has begun on the CBS nef Proves 
work. The series, called “The Hidde have be 
Revolution,” and narrated by Edwar diligent ¢ 
R. Murrow, explores problems causq°™" bet 
by rapid scientific and technologie’ bett 
advance. The programs use documej%! 24m 
tary reporting and direct interviewing dynamics 
Nationwide tied the first broaij™tich P 
cast of the series into its policyholie living as 
better pt 


participation program. Agent-policy 


holder meetings have been. timed CS’ 


center their agenda around the se og 
Riese? tracts. “1 
“ ne said, “w! 

GAB Shifts Offices, Staff such fan 
General Adjustment Bureau haforced t 


appointed Robert E. Waldron manage Distrust 
at Monticello, N. Y., to succeed Joby stand it 
B. McLaughlin, who has gone tq istrustft 
Newark as senior adjuster. Mr. Walij ad ask 
ron has been with GAB since 19#jit—secre 

The Mobile branch has moved tq lieve the 
951 Government street building. Ty Mr. Si 
Valdosta, Ga., office has moved to liq testifies 





TWIN FALLS 


121-2nd Ave. East 
REdwood 3-4576 
Carl Gavin, Manager 


SCOTT 
WETZEL CO. 










ANNOUNCING the opening of another 


= SCOTT WETZEL office |S: 





UTAH-IDAHO 


INSURANCE ADJUSTERS 


























North Stevens street. iusure W 
ae own cho 
_ | governm 
Charles J. Montgomery has reli} An op 
quished his interest in the agent} practice; 
bearing his name at Rock Island, Ill 
to Miss Helen M. Stombs, who i 
been a partner since 1950. 
Ex! 
An outsts 
lowing q 
thirty-eig 
derwritin; 
The posi 
O99 08600A2600008E ton 
e OGDEN, UTAH ire. 
@ 1515 Eccles Buildi EXpert 2-891! voly 
+ s "9 (Day or Night) a 
— $$ ee] 
4 POCATELLO, IDAHO ee 
* First Security Bank Building a 
id contempl 
e P. O. Box 1227 ; Lape ey eptie 
« : 
® IDAHO FALLS, IDAHO FI 
P. O. Box 293 JAckson 2-343! 330 S. \ 
(Day or Night) 
SALT LAKE CITY — 
428 South Main DAvis 2-2541 
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n, fra The health insurance business 
la al should =get out of the “habit of 
pre ide ppologizins” for what it has done, 
&§ “Ichase M. Smith, general counsel of 
- made, e Kemper companies, declared in 
© Oresfpis address before the Health Insur- 
, inchs Lnce Assn. meeting last week in Chi- 
law "B.ago. He spoke at the luncheon which 


e stUtf 
talks a 


,ighlighted the individual A&S forums, 
sttended by more than 400 member 
ompany representatives. 


to le Apology is not the order of the day, 
desing Mr. Smith said, adding that “improve- 
ders ggment, progress and development are.’ 
nce »§What has been done “proves our real 


derstanding of our responsibilities 
bnd our ability to measure up to them 
to the fullest degree.” 


ignition 


teal At the end of 1957, Mr. Smith said, 
ely ad! surance companies covered over 70 
r knows) illion persons for hospital expense, 
sgislatingover 87 million for surgical expense, 
> answa 3 million for regular medical expense, 
S “Reggand over 32 million against loss of 
"op jgincome due to disability. ; 

itomobig “Does this record,” he asked, “testify 
ly. to bad public relations, to lack of 


public confidence, to a distrust of the 

insurance business? I don’t see how 
Radio the answer possible can be yes to that 
question. 


Anxious To Buy 


“Rather, it proves that people are 
anxious to buy what we have to sell, 
it proves that the insurance companies 
‘Jhave been competitive, imaginative, 
‘diligent and progressive in developing 
s caused ver better and broader coverages, 

ever better and more effective methods 
of administration, it testifies to the 
. Idynamics of the American economy 
‘Iwhich permits a rising standard of 
living as people work, it testifies to a 
» Ibetter public understanding of econ- 
| omics.” 

Mr. Smith questioned whether peo- 


























ple are distrustful of insurance con- 
tracts. “If they were distrustful,’ he 
said, “why would they buy them in 
ff such fantastically increasing volume? 
au hagForced to buy? No, they want to buy. 
manage Distrust the contract? No, they under- 
ed Johj stand it at the time and if they were 
gone tq distrustful they would read it carefully 
r. Walij and ask qusetions. They don’t distrust 
ce 1¢jit—secretely and outwardly they be- 
oved ty lieve they have made a good buy.” 
ng. Mr. Smith stated that the veidence 
d to 1 testifies that Americans “would rather 
lusure with private institutions of their 
own choiec than to depend upon the 
te government to put them on a dole.” 
S relly An optimistic look at underwriting 
agent] practices in relation to the aged and 
and, Ill, 
vho hag 
EAST 
— AUTO-LIABILITY 
EXECUTIVE ASSISTANT 
$10,000 
er An outstanding opening for a man with the fol- 
lowing qualifications: age range, twenty-eight- 
thirty-eight, college degree, Auto-Liability Un- 
derwriting background of at least seven-ten 
years. Other Casualty Underwriting experience 
helpful. However, to qualify, man must be Auto- 

Liability specialist. 

The position—nationally known stock company 
ee housed in New York State. Individual on posi- 
a tion will function as Administrative Assistant to 

t dent, moving to top spot within foreseeable 

ae. A wide area of Administrative duties are 
1 ved in the position: liaison work, public re- 
) tions, rate making, etc. An unusual opportu- 
- nity in the true sense of the word. 

All inquiries handled on a confidential basis. 
ployer pays all moving costs and service 
arge. Comparable Administrative openings 

available all areas of the country. If you are 
5 contemplating a change of position or are re- 
) tpl only to unusual opportunities—write for 
a WE OPERATE. No obligation to register. 
INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells Chicago 6, Illinois 
- HArrison 7-9040 
| 
———— 
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1&S Business Should Stop Apologizing 
For Its Progress, Chase Smith Tells HIA 


persons with a history of tuberculosis 


was taken by two insurer medica 


officials participating in a discussion on 
“Significance of Medical Impairments 
in A&S Underwriting.” Dr. Howard L. 
Hauge of New York Life was moder- 


ator. 


Dr. Joseph C. Horan, Metropolitan 
Life, speaking on “Complaints of the 
company’s 


Senior Citizen,” said his 
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experience has been “quite satisfac- 
tory” in the field of individual and 
family hospital and surgical benefit 
coverage of persons 65 years of age 
and over, which amounts to some 
11,000 persons. 

“Looking at the hospital admission 
rate for the year 1957,” Dr. Horan 
reported, “we had a rate per 1,000 
exposed of 125 in the standard hospi- 
tal and surgical. It is quite likely that 
the population rate might be as high 
as 250 admissions per 1,000 and in 
this experience the rate is about half 
of the normal experience.” 
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In medically selected cases, Dr. 
Horan declared, the rate for males 


was 132 admissions per 1,000 exposed 
and the rate for females was 120 per 
1,000. 

“The effect of underwriting can be 
measured,” said Dr. Horan, “by the 
hospitalization rates as they occur in 
the non-medical group conversions. 
The male rate was 176 and the female 
rate was 198 and the total rate was 
184. Even these figures are below 
comparable ones, in other experiences.” 

Dr. Horan declared, “There is no 

(CONTINUED ON PAGE 23) 
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Kansas City F.&M. 
Installs IBM RAMAC 


The first IBM RAMAC electronic 
computer in the Missouri Valley area, 
and one of the first in the fire and 
casualty industry anywhere, has been 
installed by Kansas City F.&M. The 
latest in the International Business 
Machines family of so-called electronic 
brains, it is the first designed specifi- 
cally to handle in-line accounting on 
a mechanized basis. As its name, 
Random Access Method of Accounting 


HteNATIONAL UNDERWRITER 


Control, implies, the data stored in 
the machine can be selected at random, 
rather than in sequence as in previous 
types of computers. 

Through the new facilities of the 
RAMAC, additional statistics are im- 
mediately available. A considerable 
savings in other tabulating equipment, 
personnel and expenditure of time is 
also anticipated after the computer is 
in full operation. When completely 
stored, the machine will retain five 
million items of information, and 
through the addition of supplemental 


files its capacity can be doubled. 
Nearly two years were devoted by 
Bryson Clarke, assistant secretary of 
the company, and Willard Howard, 
systems manager, to programing the 
machine prior to its installation. 


R. H. Gore Agency Names Vance 

William R. Vance has been ap- 
pointed as aviation manager of R. H. 
Gore Co. general agency, Chicago. Mr. 
Vance is a noted flier and has been an 
aviation insurance specialist for 20 
years. 


REMINDER to 100,000,000 reX-Xo} o) [= 


This month the America Fore Loyalty Group 


alerts 100 million readers of national magazines 


to the need for adequate insurance—and 


the importance of the services of 


the independent agent. 


Now Appearing In: 


* THE SATURDAY EVENING POST 
* LIFE 
* TIME 
*& NEWSWEEK 
* NATIONAL GEOGRAPHIC 


* READER'S DIGEST 
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Pacific Indemnity Ad 
To L. A. Operations 


With the removal of records, 4) 
and equipment and executive , 
nel from San Francisco, Pacific ] 
nity now has consolidated all heag| 
quarters records, as well as opera; 
for fire, inland marine, administra) 
and underwriting in the home offj 
in Los Angeles. 

Pacific Indemnity, which from r 
inception until May of this year Wa 
managed by Swett & Crawford, maj 
aging general agents, until the ¢oqj 
pany bought out the latter early 4) 
year, had maintained through Swe 
& Crawford the development of fiy 
business in particular. Swett & Cray 
ford had been coast general agen 
for several fire companies and 
development centered mostly in 
Francisco. 

Transfer of veteran executive pe 
sonnel, who have spent practically 
of their insurance careers in 
Francisco with Swett & Crawf 
includes John J. Haster, many y 
in charge of fire for Swett & Crawfor 
and now vice-president of Pagifj 
Indemnity; James A. Smith, Ob 
Shmatoff, Harold Taylor and Cy 
all of the fire and inland marin 
department. 

Other key members of the staff in 
clude Lloyd G. Garrett, Del Syvery 
and Cliff Witherby, who have moved 
from the home office in Los Angeles 

Mr. Smith is manager of the fir 
division, and Mr. Garrett, manager 0) 
the inland marine division. Mr. Smit} 
joined Swett & Crawford at San Fran 
cisco 34 years ago and has served a 
chief underwriter there since 194} 
Mr. Garrett, who served in the Sweti 
& Crawford administration an 
Lloyd’s departments in Los Angele 
for 27 years, was placed in charge 0 
inland marine last year. 

Manager of home office fire anq 
marine claims is Clarence A. Waltz 
formerly manager of fire and marin 
claims for the Los Angeles branch 
He joined Swett & Crawford at Lo 
Angeles in 1927 after previous adjust 
ing experience with Travelers in Lo 
Angeles and San Francisco. 

Burney Chandler, manager of the 
fire & marine production and 7 













writing department of the Los An 
geles branch office, will continue i 
that capacity. Robert L. Davenport 
formerly assistant fire and maring 
claims manager of the Los Angeles 
branch, has been made manager. 

At San Francisco, Donald R. Burton 
has been made manager of the fire 
department and Roland W. Bailey Jr. 
manager of the inland marine depart- 
ment. George Lacombe will continue 
as msnager of fire and marine claims 
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Sees Combination Of America Fore Building 


; | Federal,StateControl ToBe Ready May 1959 

rds, ff A prediction that Congress will not In May, 1959, America Fore’s mod- W Ms : Pry 

' Petry} effect federal regulation of insurance, ern Brooklyn office building at 141 é invile inguurtes On ..+- 
C Indenf put rather some combination of federal Livingston street is expected to be 

I] hens regulation “which will be compatible completed and both of the company’s 


Peratiog with, and will not supersede state Brooklyn offices consolidated there. 
Listratiy regulation” was made by Edwin W. The ultra-modern 15 story aluminum 
ne offi Patterson, former Cardozo professor of and glass building is one of the first EXCESS LIABILITY 
jurisprudence at Columbia University erected in the new downtown Brook- 
from if jaw school, at the CPCU conferment at lyn redevelopment program. It will LIMITS OVER 
} Los Angeles. house some 425 America Fore em- 
Presented by the Pacific chapter of ployes, presently divided between two PRIMARY OR SELF INSURED RISKS 
} CPCU, the all-industry luncheon at- offices on Court street. 
tracted a capacity attendance from _ 
the business in southern California. 
Harvey Drinkwine, Inglewood, presi- Pa. Halts State Employe 
dent of the Pacific chapter, presided 
ie conferment. Group Plan Purchase 
Enlarging on the predictions of his Although Pennsylvania has a law Pomaaeare Cier1TAT Fr CaarRiany 
talk, Mr. Patterson said: There will be authorizing the commonwealth or any CITIZENS CASUALTY COMPANY : 


no successful effort in the Congress to of its departments to buy group life, 


enact general supervisory laws over and A&S insurance for its employes, IFN w YORK 
inter-state insurance activities and Attorney General McBride has held OF | YEW ORK. 

thus replace the present “system” of that until the legislature specifically 

state supervision unless state super- appropriates money for this purpose, 33 Maiden Lane, New York 38, N. Y. 
vision proves to be in many ways and the program cannot go into effect. The 

in many instances, corrupt, controlled ruling was made on a request by the BOWLING GREEN 9-9100 


by political influence or ineffective. state health department to buy group 
4 Fortunately, we have seen remarkably coverage for its employes. 

fill few instances of official corruption in is 
state insurance departments. 


Some States Lack Control 

















“The chief fault of state supervision 
is the ineffective control of some states 
over their domestic companies which 
by mass advertising or direct mail 
solicitation victimize the residents of PR CS Seller 
other states. Prolonged public irrita- 
tion over such evils may lead to a 


demand for federal supervision, which Pe tela i=Toser-te 
*e 1941] in some future “New Deal” or “True 
a” 





1e Swet] Deal” administration may be success- 
n and ful. 

Angele “However, my second prediction is 
harge o} that there will continue to be some 
federal regulation of the insurance 
ire o business which will be compatible 
. Waltq with, and will not supersede general 
maring state supervision. Federal power may 
branch be extended to those situations in 
at Lo} which a state cannot effectively sup- 
adjust} press an evil or protect its citizens. 
; in Lo} Therefore, it is my belief that the 
honest and competent insurance 
of th¢ organizations, especially the ones that 
under} have built up the incomparably excel- 
os An+ lent insurance facilities that we now 
in have, are mistaken in their efforts to 
protect all insurers from federal regu- 
lation under all circumstances. They 



















Group AD&D has always been on the best seller list because no personal cover- 


Tt he talker adviced 16 seek the age provides such high limits for so little cost. But Illinois R. B. Jones offers this 
most effective combination of federal best seller made even better: Accidental death & dismemberment plus permanent 
and state regulation that will best ee aba eae ae 

protect the interests of the insuring disability coverage, plus extra high “jumbo” limits, plus versatility. 

public. In doing this they not only ‘ Pao meee. 

would be serving their own best Here’s a plan you can shape to any situation. Write it as 24-hour-a-day, on- 


interests but also would be acting for 


the-job only or travel accident coverage. Include all personnel or just key men. 
the public good. . 


Let the employer pay the premium or the employee. This plan adapts in 
numerous ways. 


Hayhurst To Arizona Post 
For Standard Accident You have group prospects in your town . . . some are already your clients. 
Harris S. Hayhurst has joined Contact Illinois R. B. Jones about placing this best selling, low-cost personal 
Standard Accident as field representa- 
tive for Arizona with headquarters at 
Phoenix. 
’ Mrs. Verna Montgomery has been 
appointed senior bond underwriter at 


accident plan for them. 





Phoenix. REPRESENTING 
Mr. Hayhurst started in the business . ILLINOIS R.B. JONES Inc. 
with Arizona Fire Rating Bureau. In Lloyd’s, London C. Reid Cloon, Pres. @ Jay Gleason, Executive Vice Pres. 


1948 he joined the Chet Long agency and domestic 
of Phoenix as special agent, becoming a 

principal in 1954. He is president of markets 

N.Y. Arizona CPCU, vice-president of Ari- 

e zona Field Men’s Club and guardian 
of the Arizona Blue Goose. 

Mrs. Montgomery was with South- 
»West General agency of Phoenix until 
4990 when she joined Long-Cleveland- 
7 Hayhurst agency. 


175 West Jackson Boulevard e Chicago 4, Illinois 
qW Abash 2-8544 
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“MODEL” GROUP is modern group! 





Up to $20,000 or $40,000 of Group Life 
for 10 lives or more ...non medically 


Yes—now you can offer small and medium size firms group 
life maximums that are “realistic” . . . maximums that make 
it possible for you to pose the question “Are you getting max- 
imum employee incentive and protection out of your group 
program?” Let MODEL GROUP with modernized maximums 
help you to new sales volume in the group life field. 


* in states where permitted 


Today! Get the facts from general agencies of: 


FOUN D ED 14°34 


THE 


e Sp 


IN THE CITY OF NEW YORK 





Vv Excess Coverages 
¥ Reinsurance 
Vv Surplus Lines 


VW Special Risks 


Vv Long Haul 


CAPLIS-HIELSCHER, INC. 


Chicago 26, Illinois 


6465 N. Sheridan Road 
Park 4-6000 
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800 Hear Speakers Cover Politics, Wasiefy) 
Practices At N. Y. Agents Regional Meet 


(CONTINUED FROM PAGE 2) 


and knows of no miscarriage of justice 
in his experience with awards. 
Superintendent Julius S. Wikler 
denounced attempts to utilize the 
automobile rating problem for political 
advantage. He said literature is being 
circulated among agents, brokers and 
others, alleging, among other things, 
that the present administration’s ob- 
jective is to set up a state fund for the 
purpose of taking over the writing of 
all auto insurance. This allegation is 
most unfortunate and completely un- 
true, he asserted. He scored such 
actions as unfair tactics even in the 
heat of a _ political campaign. The 
entire history of the department amply 
demonstrates that superintendents, 
including the present one, have always 
been responsive and sympathetic to 
the concept of private insurance and 
that a reasonable profit is inherent 
in this concept. Mr. Wikler said there 
would be no departure from this 
philosophy while he is superintendent. 


Company Failings Cited 


Mr. Walsh peppered the meeting 
with unabashed comments. He told 
company executives—the “real big 
brass” who are becoming more and 
more involved in their investment 
portfolios—to get out in the field and 
see what’s going on. He charged that 
field men have been stripped of their 
value because their authority has been 
lessened by their companies. Mr. 
Walsh recalled that on several occa- 
sions he invited field men represented 
in his office to review their renewal 
potential at the beginning of the year. 
Very few turned up, and Mr. Walsh 
noted that the least they could do 
would be to show more than passing 
interest. 

Commissions should not be altered 
without company-agent discussion, he 
declared. He said he would consider 
commissions too high if lowering them 
would drive the leeches and parasitic 
part timers out of the business. But 
he would not countenance lower com- 
missions for conscientious agents now 
doing more work than ever before, 
and he does not believe that compen- 
sation for all agents in a_ given 
territory should necessarily be the 
same. They should be paid on per- 
formance. This will make the good 
stay good and the bad get better, he 
stated. 

He was caustic about company 
practice of notifying producers of 
commission cuts by a letter “over 
some vice-president’s signature.” 

This point was taken up vigorously 
and more specifically by Herbert S. 
Brewer of Lockport, president of the 
state association. He said his agency, 
which absorbed another firm repre- 
senting an insurer for 57 years, had 
been informed by the insurer of a 


commission cut Oct. 20 to be effectiye 
Dec. 1, through a form letter with , 
facsimile signature. Mr. Brewer sgaig 
that there was no faster way to teg 
down company-agent relations thay 
through this masterstroke of pog 
public relations. 


Dissects Acquisition Cost 


Indignant as he was on this subject 
Mr. Brewer really warmed up on the 
currently hot topic of acquisition cogt 
He noted that the cost of a field cal 
has been estimated at from $18 to $29 
which is pretty expensive if the fielg 
man comes in to tell stories or other. 
wise waste time. The price of this 
diversion is part of the acquisition 
cost. 

If those are correct who maintain 
that company action in reducing the 
acquisition cost factor in rate filings 
has no relation to consequent com- 
mission reductions, he wondered why 
one followed the other so consistently 
and so rapidly. 

Mr. Brewer called for simplification 
and standardization of forms to elim- 
inate duplication and waste. He urged 
agents to press their companies for 
the right to settle small liability claims 
on the spot. He said that agents should 
not shift the job of preparing endorse- 
ments to companies, since that too is 
chalked up as part of the cost. He 
emphasized the importance of prompt 
collections by agents. Delays lead to 
correspondence and needless detail 
and also add to expense, he noted. 
Finally, he said, it is important, where 
applications are necessary, to obtain 
complete information to avoid subse- 
quent correspondence and follow up— 
still more expense. 


Sales Opportunities Muffed 


Thomas Glavey, vice-president of 
Chase Manhattan. Bank, said that 
many agents base their sales approach 
on policies rather than on perils. He 
urged greater study of risks to which 
insured are exposed, particularly with 
respect to small businesses. The 
owners are intent on developing their 
enterprises and in conserving money. 
Insurance is likely to be an after 
thought, but it is their primary need, 
he noted. In this regard, agents may 
be overlooking a good bet. If they 
explain to the local banker the perils 
that can wreck a borrowing customef, 
the banker becomes a salesman for 
the agency—without remuneration. 

Mr. Glavey noted a tendency in the 
business to “belittle the product” as 
far as payment practices are con- 
cerned. He said insurance is the most 
important item a person buys, and 
decried the habit of financing policies 
without requiring insured to sign 4 
note or otherwise provide evidence 
that he owes the agent money. Whet 
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windows, the finance company pean 2 

os | his signature on the dotted line, Its Annual Report Gets Green Light Billionth Benefit Dollar 
. Glavey pointed out, but insured The 1957 annual report of North ; A Michigan farmer last month 
nA protection for the storm windows America companies was rated the best In Washington received the billionth insurance bene- 
and everything else he owns without of any American financial institution on i , h b fit dollar paid by Mutual Benefit 
signing a commitment. by Financial World, weekly business etc engeng Bonen: wie liga as been Wf &A. He is Earl F. McMunn, who 
and financial publication. given the green light. P lives seven miles from Jasper, Mich. 
fectiy, | Loss Picture Confused John A. Diemand, president of Wabindten  Gomacnens > Mutual of Omaha thus became the 
wits] joan McCormick, vice-president ot North America, wat, presented |% advised he had ‘been assured by the fre_aneurer to pay $1 bition In Ax 
to Pi Royal-Globe, nee —_ caare = Richard J. Anderson, editor and pub- attorney general, that the plan does company observes its 50th anniversar 
~ Skat} porting third party claims. He said lish t Fi ial. World. at the ®°t Violate the state insurance code. yooh . 1959 y 

; than} iat in the first nine months of this eee eae awarde banauet i, , Under the new plan, a book of 1200 “13 Givtt president of Mu 

Poor year, 25°% of the law suits reported to ™48azine’s annual awards banquet in stamps representing $120 worth of = 5 tt, president o utual of 
? New York. Omaha, presented Mr. McMunn the 


his group represented the first notice Published wader the diréetion of:3 retail purchases can be redeemed for } nofit ; : 
: ’ payment in a special ceremony 
that an accident had occurred. Delays $1.50 cash or $2 toward any form of at Mutual of Omaha’s Ann Arbor 


| ef r a homeowner buys $500 worth of N, A, Wins Oscar For Trading Stamp Plan Mutual Of Omaha Pays 


A plan for using trading stamps to 


Kenton Eisenbrey, secretary and 


P i i d, agent and com- - insurance. : . 
ubject, queen nr gate treasurer, North America’s annual : , _ service office. 
on the pany, ~ — Pa peed ono Pe report won its first silver Oscar in 1954 I The ge plan me — handled by In the 2% years Mr. McMunn has 
N Cost, delay ? 74 be ~"" a* and has won 11 bronze Oscars for *"SUrance Fremium tamps, Inc. been insured he has been paid benefits 
1d cal] ouilds oe Seer Sree di ’ "hohe best in the property insurance field. pat on four different occasions, currently 
to $29, | isaPP veld aera 8 b gsm map » nig d North America is the only insurer Kemper To Hold Course For Agents pecause of a fractured leg suffered in 
e field ga lgpedl bay een a oe to win either the bronze or silver award Kemper group’s mutual insurance a tractor accident. :. 


other. | other factors make it difficult to build 
of this a defense. é 

risition He wondered how companies can 
‘I settle 1959 PHD cases with 1951 rates. 
Over-all repair costs are up 20%, he 
said and a look at the new model cars 


more than twice. institute started its annual agents’ Mr. McMunn was told by Mr. Skutt 

The 49-page North America report training course Oct. 27. The four-week that his chance of being the person 
is printed on glossy paper and in course, held in Chicago, includes to receive the billionth dollar benefit 
addition to pertinent financial infor- demonstration and survey work as payment was one in 70,000. The com- 


aintain mation carries illustrations of some of well as classroom instruction, and pany issued more than 70,000 benefit 





19h | be a the noteworthy special risks the com- reviews latest developments in prop- payments last month, and is paying 
filings | §, disquieting. In 1950, he = ecalled, panies have insured. erty and casualty lines. an average of $2,250,000 weekly. 

oa windshields came in two sections and 
d wil the average replacement cost for both 


was $30. Many claims were for $15, 
since only one section was affected. 
Today, however, the fancy windshields 
that wrap around, over and under, are 
urged in one piece and will cost anywhere 

from $125 to $175 to replace, Mr. 


es for ‘ d rts. 20 ll “Yay 

claims McCormick said. et: ca 

should He declared that PHD and PDL ee 
dorse. | ‘aims are measurable, but there is no _ A r 
too fs yardstick in BI cases; the sky is the bp. Cl 


st. He limit. He cited a $750,000 claim and 
srompt wondered how many accident free 
ead to policies must be written to pay that 
detai) | Sum. It is the duty of every agent to 
sell highway safety aggressively 
through advertising and other efforts 
in conjunction with the sale of cover- 
age, he declared. 


stently 
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) elim- 


No, we don’t insure 
Swiss mountain climbers-but 


noted. 
where 
obtain 
subse- 


a we do have the finest cover- 


age you can get on these 
items, to name just a few: 


Cooperation Urged 


Nicholas Dekker, executive vice- 
president of America Fore Loyalty 
ent of] group, said that the emphasis in recent 
| that} months has been on the automobile 
proach | business, which produced about 40% 
ils. He} of the total premium volume, but 
which | accounted for 86% of the statutory 
y with | underwriting loss in the last two years. 

The | It is the most volatile of all classes 
z their} and most vulnerable to competitive 
noney. } influences, Mr. Dekker said. Action 
after | taken by individual companies limit- 
need, | ing volume and reducing commissions 
S may | has produced much resentment among 
f they | producers and many speeches on the 
perils } subject, both pro and con, and even 
tomer, | the threat of a law suit in one state 
an for} against certain companies—still un- 
tion. | named—by organized agents. Mr. Dek- 
in the} ker emphasized that commission 
ct” a | arrangements are a function of indivi- 
; con-} dual company management, to be 
2 most | performed with due regard to its re- 
s, and] lationship with its agents. Commission 
olicies | fixing is not a function of rate making 
sign @ | organizations, he said. 
idence} Mr. Dekker stressed the importance 
When j of improving relations between pro- 
===) | ducers and companies. The companies 
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Good Agents Limit 
Time Spent At Desk 


Oscar Beling, agency systems man- 
ager of Royal-Globe, declared that 
progressive agents now limit the time 
they spend in the office to not more 
than two hours daily. Agency staffs 
should be trained to take most of the 
burdensome details off producers’ 
shoulders. In fact, the mark of a 
well-run agency is one in which the 
boss does not have to be present at 
all times to watch every detail, Mr. 
Beling said. He spoke at the annual 
meeting of South Carolina Assn. of 
Insurance Agents at Charleston Oct. 
28-29. 


Not Usually A Big Problem 


In most cases, production is not so 
big a problem as is the actual handling 
of the business, he continued. Fre- 
quently, much of the income that 
comes in the front door of the agency 
goes out the back window by way of 
antiquated methods of procedure, un- 
necessary duplication of mechanical 
efforts, and insufficient over-all plan- 
ning. Up to 60% of agency costs apply 
to functional or mechanical operations 





Memo To A Superior 


Re: Your kind invitation 
To join heart attack set, 
Regret must decline 
I can’t qualify yet. 
I’ve had me an ulcer, 
But I bade it good-bye. 
I don’t rate a coronary 
And don’t plan to apply. 
Your pushing, your prodding, 
Your heckling, et al 
Cannot unnerve me— 
I’m having a ball. 
Long hours, hard work, 
Alcohol overdosis 
Supposedly lead to 
Coronary thrombosis. 
But I drink and I smoke, 
And with girls I am handy. 
For my stomach is strong 
And my blood pressure’s dandy. 
In work I am serious. 
In play I’m relaxed. 
My heart may be pushed, 
But it’s not overtaxed. 
I take work home nights 
But I sleep like a baby. 
No coronary, no ulcer— 
Dyspepsia, maybe. 
A full briefcase each night 
Need not lead to extinction 
If it’s just full of Schenley’s 
For a man of distinction. 
Banquets and speeches 
I need not refuse 
For while I am speeching 
I can take me a snooze. 
If a problem should vex me 
I’ll not pursue it. 
I have a new system— 
“Let George or Bill do it.” 
So, poke fun if you will, 
But make no mistake. 
On my diet and crutches 
I'll dance at your wake.—ANON. 


such as filing, accounting, routine 
correspondence, policy writing, and 
other functions where the work loa 
is measured by the number of items 
processed rather than by the prem- 
iums involved. It costs just as much to 
file or record a $10 item as it does a 
$100 policy, but the commission is a 
lot different, he pointed out. 


Problems Vary With Size 


In the pursuit of profit, the agency 
nowadays must keep costs to a mini- 
mum consistent with efficiency. The 
main purpose of cost cutting obviously 
is to increase profit, Mr. Beling said. 
He recommended that the small or 
medium-sized agency should use the 
multiple invoice copy plan which 
produces vital office records as by- 
products of each invoice through 
carbon paper—preferably of the one- 
time snapout variety. 

The agency handling an average of 
50 or more entries a day would do well 
to consider a bookkeeping machine, 
Mr. Beling said. 

Other Streamlining Procedures 

He also recommended modernized 
filing systems. In modernizing cor- 
respondence, a dictating machine will 
save time and expense, he noted. 
Another cost-cutting idea is the use 
of an enclosure card when sending 
renewals, instead of a letter which is 
either individually dictated or is a 
form letter. 

Mr. Beling said that office layouts 
should be modernized for efficiency. 
This cuts costs and is also a good 
advertisement for more business. 


What Cover Weeklies Buy; Favor Compu!sory 


A national survey of the attitudes of 
weekly newspaper publishers toward 
insurance showed that 70% were in 
favor of compulsory automobile lia- 
bility. The survey was taken by Amer- 
ican Press, a trade magazine for 
weekly newspapers. The assistant 
publisher, J. Wendell Sether, formerly 
a member of the public relations staff 
of National Board, stated that this 
was the only controversial subject 
included in the survey. Though only 
16% were opposed to compulsory auto, 
their objections were vigorous. 


3% For Insurance 


The survey also disclosed that the 
average weekly newspaper spends 3% 
of its gross income for insurance, but 
54% spend 1%% or less. Of the 60% 
of the publishers who own their own 
buildings, 92% carry fire insurance, 
88% EC (coinsurance is required of 
51%), 41% have glass coverage, 4% 
sprinkler leakage and 3% earthquake. 


On the building contents 96% of the 
publishers carry fire insurance, 80% 
EC, 40% coverage on specified items 
of machinery, 27% have _ business 
interruption, 23% vandalism coverage, 
19% have off premises insurance 
(covering paper delivery etc.), and 
4% carry sprinkler leakage. 

In the area of “business operation 
insurance,” 69% carry general liability, 
87% carry auto liability, 69% have 
auto collision, 30% carry auto non- 





Zurich Opens New Ad Campaign This Month 





Ask Mr.Za 
about 
INSUREMANSHIP 


e 


Zurich-American companies are 
starting a new advertising campaign 
this month in trade journals, built 
about the theme of “Insuremanship,” 
a technique for making more sales. 

The central character in the series 
of ads is “Mr. Za,” described as having 


an “indefinable continental air.” Mr. 
Za represents success. “He is the 
direct-thinking, super-selling insur- 


ance salesman every agent wants to 


Neville Pilling, 
U. S. manager of 
Zurich (left) and 
C. F. Scheer, pub- 
lic relations direc- 
tor, flank “Mr. 
Za,” the new cen- 
tral character in 
the Zurich adver- 
tising campaign. 


be,” according to Zurich. 

In the initial ads Mr. Za will offer a 
free booklet on “Insuremanship,” out- 
lining the principles of intensive culti- 
vation of sales. 

As a part of the program, a new 
company logotype has been developed, 
emphasizing the ZA symbol. 

The campaign is being directed by 
a Chicago advertising agency, Proeb- 
sting, August & Harpham. 


ownership liability, 21% are covere 
against uninsured motorists (this js 
5% more than those who objected tp 
compulsory), 24% have time element 
coverages of one kind or another, 209, 
carry burglary coverage but only 8% 
are covered against libel, only 44% 
have valuable papers and _ recor 
policies, and 4% have no_ business 
operation insurance at all. 

In the employe benefit lines, 799 
carry workmen’s compensation, 60% 
have group hospitalization and medi- 
cal, and while 31% have group A&§ 
38% have group life insurance. Pep. 
sion plans (through insurance com- 
panies) are held by 4%, while life 
insurance on executives with the 
company as beneficiary are held by 
17% of the newspapers. 





Philadelphia Insurance 

Phone Book Published 
The Philadelphia Insurance Tele- 
phone Directory has just been pub- 
lished by the National Underwriter 
Co. In it are the names, addresses 
and telephone numbers of persons 
| active in Philadelphia insurance. 
| Copies may be obtained for $1 each 
| from the National Underwriter Co, 
| 420 East Fourth street, Cincinnati 


2, Ohio. 





North America Raises 
Research Study Grant 
Herbert P. Stellwagen, executive 
vice-president of Indemnity of North 
America, declared that the results of 
the research study in rehabilitation of 
the handicapped by Human Resources 
Corp., have warranted an additional 
grant of $50,000 by his company for 
two more years of study. North Amer- 
ica gave the organization $100,000 


three years ago to begin its research 
program. 


Luncheon At the Waldorf 


Mr. Stellwagen spoke at a lunchcon 
at the Waldorf-Astoria, New York, at 
which the findings of Human Re 
sources Corp., the research branch of 
Abilities, Inc., a firm pioneering in em- 
ployment of disabled workers, were 
reported by Henry Viscardi Jr., who 
has been president of the company 
since its inception in 1952. Mr. Vis- 
cardi stated although the firm employs 
only disabled workers, it has become 
a highly successful competitive pro- 
ducer of electronic units and mechani- 
cal assemblies for aircraft, radios and 
record players. There has not been 4 
single loss of time accident among its 
employes. 

The findings of the three year study 
of the 300 employes of Abilities, Inc. 
were contained in three reports, 4 
psychosocial study of the characteris- 
tics of the disabled workers, a medical 
study and a mechanization study of 
the adaptability of men and machines. 
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Zurich To Upgrade 
New Haven Office 


qurich has relocated its New Haven 
office which will open on Nov. 15 as a 
new branch office at 1890 Dixwell 
qvenue, Hamden, Conn. Gaylord E. 
pruce has been named manager, and 
sidney J. Adams fire special agent. 

Mr. Bruce joined the companies as 
Connecticut field representative in 
1954. Prior to that he was with 
Aetna Casualty and Security of New 
Haven. 

Mr. Adams started with Zurich in 
1956 after having been with Corroon 
& Reynolds. He has been in the fire 
field as an underwriter and special 
agent since 1940. 

Allison R. Henry has been promoted 
to superintendent of claims for the 
New Haven branch. He joined Zurich 
at New York in 1951 after five years 
with Travelers. He was transferred to 
New Haven in 1954 and has been 
assistant claims superintendent since 
1955. 


American Casualty Has 


New Hospital Covers 

American Casualty has introduced 
the new protector hospital and the 
new senior hospital expense policies. 

A feature of the new protector pol- 
icy is no termination because of de- 
terioration of health. Other highlights 
are unlimited number of days for hos- 
pital daily indemnity, nursing home 
expense and improved surgical sched- 
ule that includes dental treatment and 
broadened out-patient treatment ben- 
efits. 

The daily hospital benefit limits 
range up to $25, and hospital general 
expense limits to $500. The maximum 
surgical schedule is $500. The policy 
may be issued to men and women 
from 19 to 59. Children are eligible 
from the 14th day to age 21. 

The new senior hospital expense 
policy features hospital daily indem- 
nity payable for 90 days. Maximum 
limits are $15 daily hospital expense, 
$150 hospital general expense, and 
$200 surgical schedule limit. The pol- 
icy may be issued to men and women 
60 and over. There is no maximum 
age limit on new business. 


Strauss, Zahn Co. Elects Officers 
New officers of Strauss, Zahn Co., 
Milwaukee adjusters, are Mrs. I. G. 
Strauss, chairman; Edward R. Lind- 
holm, president; Franklin N. Bell, 
vice-president and secretary; Gerald 
B. Timlin, vice-president; and Mrs. 
Viola C. Appelt, treasurer. The elec- 
tion was held to replace the late 
president, I. G. Strauss. 
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Research Body Espouses 


Tex. Licensing Changes 

AUSTIN—Two major changes in 
Texas departmental procedures—one 
looking to permanent licensing of 
insurance companies and the other to 
uniformity in agency licensing also on 
a permanent basis—have been advo- 
cated in a progress report of Texas 
Research League. Details of the pro- 
posals were not disclosed but are 
expected later this year. 

According to Rodman Porter of the 
independently operated organization, 
annual licensing for companies “means 
an annual period of suspense and 
frustration while waiting for depart- 
ment action sometime between Feb. 1 
and May 31. Permanent licenses could 
be suspended or revoked at any time, 
of course, so up to now we have 
discovered no reason for annual li- 
censes. Of course, certain certificates 
would still have to be prepared for 
companies operating in other states.” 

Another recommendation was estab- 
lishment of a five-year record for 
companies “to give a bird’s-eye view 
of where the company is going and 
how it is getting there.” This record, 
it was said, would be set up to show 
changes in organizations, authoriza- 
tions of lines written, assets, liabilities, 
and results of departmental hearings 
and routine or special examinations. 


No Reason For Differences 


The report, in dealing with agency 
licensing, said the league could find no 
reason for differences in licensing fire 
and casualty agents, now handled on 
a permanent basis, and life agents, 
who are relicensed annually. “In all 
of these areas,” said Mr. Porter, “we 
recommended uniformity to permit 
more regular procedures and more 
understandable and reasonable prac- 
tices.” 

The league’s report will be primarily 
for the state board of insurance, but it 
is expected that copies will be sent to 
members of the legislature, which will 
convene in January. 


NYFIRO Promotes Three 


New York Fire Insurance Rating 
Organization has appointed Richard 
M. Kennedy assistant manager of the 
central office. He joined NYFIRO in 
1945 and has been district secretary 
at Albany since 1955. 

Robert Vought, superintendent of 
rating in the New York city division, 
will be acting district secretary at Al- 


bany. 
Thomas O. Williams will succeed 
Mr. Vought. Mr. Williams joined 


NYFIRO at New York in 1926. 
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ADDITIONAL 
OPENINGS 


COMPETITIVE RATES 
COMPETITIVE REMUNERATION 
NON-CANCELLABLE POLICIES 

GUARANTEED RENEWABLE POLICIES 
COMMERCIAL POLICIES + MAJOR MEDICAL 


WHOLESALE SMALL GROUP 
FAMILY ACCIDENT 
PLUS ALL USUAL TYPES 


This part of our program to build an A & H field force 
in addition to our present large Ordinary and Industrial 
field forces. 


A & H General Agents also may nave opportunity to 
sell Anico's line of outstanding Ordinary Life Insurance 
Plans if they wish. 


If qualified, write giving full details about yourself and 
record. Address letter to: 
COORDINATOR OF SALES 


AMERICAN NATIONAL 
INSURANCE Co. 


GALVESTON, TEXAS 





OVER FOUR AND ONE-THIRD BILLIONS OF INSURANCE IN FORCE 
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NAGGRAN * 


— 


- personal attention for your 
reinsurances/excess and surplus lines 


175 WEST JACKSON BOULEVARD * CHICAGO 4, ILLINOIS 
TELEPHONE HARRISON 7-8040 © TWX CG3534 © CABLE: MANKINCO 
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Give them the complete 


all-risks protection they need 


@ Few possessions are more prized 
—or more costly to replace—than 
jewelry and furs. Articles of jewelry 
can easily be lost or misplaced; 
furs are highly damageable. Both 
are natural targets for thieves. 

Better make sure that clients and 
prospects are told of the favorably 
low rates at which the Jewelry-Fur 
Floater is written. As important, 
that newly-acquired items are 
scheduled to give present clients 
the full protection they need. 


sstuie Lalor /bfdcdud, 


INSURANCE COMPANY 


Indianapolis 7, indiana 


While you’re about it, suggest 
that the Personal Articles Floater 
be written to cover not only jew- 
elry and furs but cameras, silver- 
ware, other valuables—under one 
policy, at low package rates! 

In fact, producers whose sales 
plans are along inland marine 
lines should know more about the 
scope, ample capacity, claims and 
loss prevention services our facili- 
ties provide . . . for better handling 
of personal and commercial accounts. 


Western Department: Omaha 2, Nebraska 


FIRE - CASUALTY +» AUTOMOBILE : INLAND MARINE 





S:8>2 2 2 OO (8-432 Ee Sea 


REINSURANCE EXCLUSIVELY 
Casually » Fidelity 
Surely » Fire 
Marine» Wied Sines 


COMPLETE AMERICAN PROTECTION 


AMERICAN 
*RE-INSURANCE COMPANY 


99 JOHN STREET, NEW YORK 38, N. Y. 
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Walker Sees End Of 
Flat Cancellation 


The insuring public is very much 
aware of rate increases, but not equal- 
ly aware of the necessity for the rate 
increases, H. P. Walker, assistant 
secretary casualty and surety division 
of Louisiana rating commission told 
the annual insurance school, sponsored 
by Louisiana Assn. of Insurance 
Agents at Louisiana State University, 
New Orleans. 

Many policyholders assume _ that 
companies which write automobile 
insurance are reaping huge under- 
writing profits, he said. Until a few 
years ago it was correctly believed 
that there was a strong relationship 
between the volume of casualty insur- 
ance and insurance profits. This belief, 
very much incorrect today, still lingers 
in the mind of the public. Any insurer 
which accepted indiscriminately all 
automobile business offered, would 
soon be in the hands of the receiver. 
It is sad but true that automobile 
insurers have not been able to squeeze 
out of premiums the 5% underwriting 
profit contemplated by the Louisiana 
automobile rate making formula. 

Since Dec. 31, 1957, auto liability 
rate increases have been put into 
effect in at least 32 states; since July 
1, 1957, in at least 44 states. The plight 
of auto insurers has not escaped the 
notice of the regulatory officials. 


Costs Must Be Reduced 


Yet, even if loss ratios undergo a 
material inprovement, the concensus 
among insurance executives is that 
certain expenses of companies and 
producers must be reduced, he added. 
It is often remarked that one of the 
troubled areas is the overworking of 
the flat cancellation privilege. By and 
large, many flat cancellations spell 
waste in that in many such cases the 
company has assumed exposure and 
afforded coverage for'no premium. He 
predicted there will be a sharp re- 
duction in the proportion of flat can- 
cellations to other kinds of cancella- 
tions, and an increase in streamlined 
methods of operation. 

It is extremely unlikely that the 
present six-class auto liability rating 
plan, and the four-class collision clas- 
sification plan will be further refined, 
he said. Also while merit rating 
sounds fine on paper, a practical work- 
ing solution has not been found. 

As a postscript, Mr. Walker stated 
that of approximately 850,000 private 
passenger and 225,000 trucks and 


miscellaneous motor vehicles in Louis- 
or 698,000, carry 


iana, about 65%, 
liability insurance. 
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Royal-Globe Opens 
New Nashville Office 


Royal-Globe opened its new Nash. 
ville regional building with ope 
house for more than 400 local bugj. 
ness men and agents from Kentucky 


and Tennessee. 

Clarke Smith, U. S. manager ang 
president, M. W. Slawson, southem 
territorial executive and _assistan; 


U. S. manager, and C. D. Padgette 
agency secretary of the southern de. 
partment, greeted guests. 

The new building, a 14 story strue. 
ture at 220-25th avenue, North, pro. 
vides more than 15,000 square feet oj 
space on its two floors. It is fire-prog 
and air-conditioned. A _ recreation 
room, a lunchroom and lounge haye 
been provided for employes. There js 
parking space for 75 cars. 

Mr. Smith pointed out that nex} 
April the addition of fire underwrit. 
ing facilities will complete the of. 
fice’s production, underwriting and 
claims service. H. D. Forrestor js 
regional manager and James W. Bax. 
endale is his assistant. 


La. Agents’ Card Set 


Louisiana Assn. of Insurance Agents 
will hold its mid-year meeting Nov. 19 
at Alexandria. A. L. Schlesinger Jr. of 
New Orleans, president, will preside 
at the morning session at which re. 
ports of the property insurance com- 
mittee by Chairman Thomas Q 
Winkler of New Orleans and _ the 
public relations committee by Chair- 
man Leslie McKenzie of Baton Rouge 
will be heard. A general discussion, 
with emphasis on the speakers bureau, 
followed by the report of Harold Bol- 
ing of Lake Charles, state national 
director, will conclude the session. 

In the afternoon, reports of the 
casualty committee, by Chairman 
Roscoe A. Bolton of Lake Charles; the 
finance committee by Chairman Felix 
L. Aucoin Jr. of Vacherie; and the 
annual insurance school, by education 
committee Chairman Charles E. Me- 
Kenzie Jr. of Baton Rouge will be 
heard. Allen L. Smith, manager of 
the association, will speak on trends 
in the business, and Phil Jacobs of 
Alexandria, vice-president, will report 
on the NAIA advertising program, of 
which he is state chairman. 


Harrisburg Agents Elect 


Harrisburg (Pa.) Assn. of Insurance 
Agents has elected William S. Hench 
Jr. president, William H. Foulk Jr. 
vice-president, and Harry J. Finerfrock 
secretary-treasurer. 
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Mo. Panel Deals With Major Problems 
Confronting Insured, Producer, Company 


(CONTINUED FROM PAGE 4) 


4, Get insured-signed applications 
on all policies plus a short form for 
renewals. (State Farm’s initial applica- 
tion has 29 questions.) 

5. Get cash with application. 

§. Use continuous policies with re- 
newal certificates. 

7, Write business on fixed under- 
writing rules. 

§. Use no field service of any con- 
sequence. 

9, Pay a top commission of 15% 
with 10% on less desirable business. 


Answers Commission Question 


“How can the difference be justified 
petween the cost of our quality type 
of insurance and the claimed quality 
of the direct writers when the com- 
mission represents only 50% of the 
difference in premium,” Mr. Henshke 
was asked. 

If a man is ill, he may want the best 
specialist in the particular field, Mr. 
Henschke replied. Another man will 
go to a clinic. The specialist gets more 
for his hire because he spends more 
time on the patient and is better 
qualified. 

Mr. Dunklin said he thought agents 
lose sales because they give up before 
they make a real start. He said he has 
yet to meet a direct writer representa- 
tive who is as good a salesman as he 


Salsbery In Sales Post 
For American Casualty 


American Casualty has advanced 
John B. Salsbery from manager at 
- — Nashville to pro- 
duction manager 
at the home office. 
He will be in 
charge of sales 
promotion through 
the company’s na- 
tionwide agency 
plant of 13,000 
producers. Mr. 
Salsbery has been 
in the business for 
more than 20 
years. 


Kansas City CPCUs Name 


Churchman President 

J. R. Churchman, departmental 
secretary of Kansas City F.&M. has 
been elected president of the Kansas 
City CPCU chapter. Other officers 
elected were: 

J. P. Stodolka, branch manager 
Anchor Casualty, vice-president; Ray- 
mond E. Crews Jr., partner W. B. 
Johnson & Co., secretary, and F. Lee 
Beets, Consolidated Underwriters, 
treasurer. 

An all-industry luncheon to be 
attended by approximately 600 persons 
will be held in Kansas City Nov. 24 
at the Muehlebach Hotel. Edwin S. 
Overman, assistant dean American 
Institute, will confer the CPCU de- 
Signations. E. H. C. Leather, member 
of Parliament, London, will be the 
Principal speaker at the . luncheon, 

“Credit Insurance As Pro- 
duced in Great Britain.” 


Philip L. Johnson, who has been In- 
diana state agent at Hawkeye-Security 
for three years, has entered the agency 

ess as operator of the Johnson 
agency, Indianapolis, and as a partner 


in the Oran E. Ross agency at Win- 
chester, Ind. 









John B. Salsbery 


is. “We talk about business we have 
lost, but a lot of it we never had—and 
haven’t got today because we didn’t 
ask for it.” 


Experience Of One Agent 


A direct writer salesman came in a 
few weeks ago, Mr. Crandall said, and 
observed that he wanted to change 
companies. “I’m losing all my business 
to cut-raters,” he testified. “I’d like 
to sell for a first class company.” He 
moved into a local agency. In Septem- 
ber, his sales were more than $8,000. 
If an agent sells only a cut price, 
there is always a company that sells 
for less, Mr. Crandall observed. 

The present situation in the busi- 
ness looks like this, Mr. Force said. 

There is some improvement in first 
party, direct damage business. But this 
is not so pronounced as to make anyone 
over-optimistic, and certainly it is not 
enough to cause any insurer to loosen 


up on underwriting, or to modify to 
any extent the present general pro- 
gram in the business to reduce costs 
wherever it is possible to do so. 

In the third party, liability field rate 
increases have helped some but here 
the improvement is substantially less 
than in the physical damage field, if 
it exists at all. There still are com- 
panies pulling out of certain areas for 
automobile, and in some cases letting 
the fire business go with it. They 
simply cannot stand the auto liability. 

No factor in the liability field has 
changed for the better. None of the 
causes for the gruesome experience 
in this area is any less a cause today 
than it was a year ago or three years 
ago, except for some rate relief. And 
even this relief has not been granted 
in all territories, and consists of partial 
grants in others. 

Inflation is still going on and is 
likely to continue. 

High jury verdicts are still high and 
are going to continue to be high—and 
for every $100,000 jury award there 
will be dozens of claims settled for 
$3,000 instead of $300. 

Socialization of automobile liability 
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insurance gradually increases. Fewer 
companies can write automobile. 
Those that do will be tougher—are 
cougher now—on underwriting. 

At the same time agents and agency 
stock companies have more competi- 
tion than ever before in history, he 
stated. This once consisted mostly of 
automobile. But today it is home- 
owners and personal liability. Tomor- 
row it is going to be the prime, most 
desirable commercial lines. 


Large Amounts To Outside Investors 


Add to this the fact that in recent 
years substantial amounts of insur- 
ance company stocks have gone into 
the hands of outside investors, those 
not directly concerned with company 
management and operation and who 
are therefore primarily interested in 
underwriting profits and dividends.- 

“You can see why the old premium 
dollar is being belted on top by price 
competition, at the bottom by perman- 
ently higher loss ratios, and in the 
middle by what management considers 
the absolute necessity of reducing 
expenses and eliminating duplicate, 
waste effort,” he said. What does all 
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To the many brokers who have recently earned 


the C.P.C.U. designation, Prudential sends its 
compliments and best wishes. The high profes- 
sional standards symbolized by the Chartered 


Property and Casualty Underwriters reflect credit 
on the entire insurance industry. 
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this mean to the agent? “You can rely 
on it that agency stock companies are 
going to get and keep the price of 
their product within shooting distance 
of competitors.” 

They are going to be more selective 


in the business they take and, very 
likely on the agents they appoint. 
Big Advantage Of Local Agent 

The big advantage of the local, 
multiple company agent, he said, is 
this: He paid his own way into the 


business. That is still his big advan- 
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tage over the direct writer, whether 
the direct writer sells fire and casualty 
or life and A&S insurance. This will 
continue to be his big advantage. 
But it no longer is enough by itself 
to assure the local, independent agent 


a seat in the front row of the com- 
petitive contest. For even though the 
agency company saves the cost of 


training him and putting him into the 
business—which is variously estimated 
at $5,000 to $15,000—that insurer still 
has to get from its agent performance 
as good as that of the direct writer’s 


representative, or better—in all de- 
partments, if it is to win the campaign. 

This means more selling. Every 
contact with insured is to make money 
or to save money. Flat cancellations 
are on their way out. The company 
and agent are going to have to resolve 
in favor of economy duplicate account- 
ing procedures. 


More Monthly Pay Plans Coming 


“Tf you don’t have one, you are apt 
to get a monthly pay plan,” he stated. 
Direct writers long ago found that 
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. .. @ whisper of sound . . . the trace of 
an odor that doesn’t belong . . . the flash 
of a needle across a dial . . . a thump in 


the throb of power in motion... 


These can broadcast warnings to the man whose job 
is to listen for, smell out, see and feel signals of faulty 


conditions in power equipment. 


This man is the Hartford Steam Boiler Field In- 
spector — one of 600 specialists who spend full time 
inspecting powcr objects insured by this Company. He 
seeks to prevent accidents. His knowledge and skill in 
detecting faulty conditions in power equipment is 
backed by the experience and resources of this nation- 
wide organization — the largest in the world devoted 
and insuring boilers and 


exclusively to inspecting 
power machinery. 


Your H.S.B. Engineer. 
ing Insurance can be 
tailored to meet your 
needs, 


THE HARTFORD STEAM BOILER 


INSPECTION 


¥ 
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This advertisement in color in the November 8th issue of * 
refers its readers to you 





and INSURANCE COMPANY 
Hartford 2, Connecticut 


Remember, INSPECTION is our middle name 





2 table settlement. 
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When you insure your boilers and machinery with 
Hartford Steam Boiler you get the services of engi- 
neering specialists in every phase of this highly tech- 
nical business. For example: 
issued, Engineering experience helps develop informa- 
tion which enables your own agent or broker to pro- 
vide a policy tailored to your needs. During the life of 
a policy, Engineering inspections seek to keep power 
alive and prolong the useful life of insured equipment. 
After an accident (should one occur), 
service is on hand promptly to determine the cause, 

“assist in rehabilitation and promote quick and equi- 


You can obtain these Extra Values through your own 
Agent or Broker. Send him a copy of this ad 

and ask him to look into this specialized Engineering 
Insurance for you. Remember, many of the largest 
corporations in America are insured with 

Hartford Steam Boiler. 


stl 


Before the policy is 


Engineering 







H.S.B. Field Inspec- 
tion services guard 
against accident to 
keep power alive. 


ep power alive 
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short term premium plans em rhasizgs 
their price advantage. Agency Com. 
panies are finding such plans a 

way to deemphasize the price Cifter. 
entials. o 

Many agents have used multig 
company representation chiefly as 
defensive measure, to protect th 
business they have, or as a lever } 
get a contingent commission or fie 
points more. 

They have not judged the companiq 
they took on by standards which a 
now going to have to be applied. Thos 
standards are growth, managemey 
alertness, and facilities—engineerity 
service, capacity, and underwritj 
skill. The latter means underwrj 
imagination as well as caution, } 
today’s difficulties some companig 
are dumping good business as well % 
bad, and agents producing good bug. 
ness are being swept out along with 
the kind of agents that helped get th 
company in trouble. 


How To Judge Insurers 


The companies the agent should haye 
or should be looking for are thog 
with long term (rather than shor 
term) competitive vigor, insurers thai 
set out on experiments with both 
caution and foresight, and then stick 
to the course—the stayers, and no 
the in-and-outers. If a company mere. 
ly maneuvers, it will maneuver again 
and again, and at each maneuver the 
agent runs the risk of being left high 
and dry. Selling a company or 3 
coverage today, and then having t 


unsell it next year, is costly to the 
agency in prestige, headway and 
dollars. 


Also—again if managed properly— 
the reduction in the number of com- 
panies represented should give the 
agent more influence’ with _ those 
companies he does represent. He will 
be giving each of them more business, 
The agent will be worth more service, 
and probably better commission ar- 
rangements. 

“In the past, one reason for repre- 
senting 20 companies, instead of 10, 
was defensive,” he commented. “If 
one company didn’t take a line of 
business, another would. But the 
experience of recent times demon- 
strates that when the chips are down 
there is little merit to this argument 
The 5th company in your agency, le 
alone the 15th, has little influence 
with you and you have little influence 
with it. If you don’t believe that, have 
you tried to give the 5th company in 
the agency some auto liability business 
lately? 

“And, finally, you may get so many 


life facilities that you will have t 
start placing the business in self 
defense. But what could be better 


than life?” 


Depreciation 
Method on Older 
Buildings Offers 


Tax Advantage 


Find out about types of appraisals you may 
need and how they are arranged from the 
informative booklet “The Purposes of Ap- 
praisals,” which is yours for the asking. 
Write Marshall and Stevens, 420 Lexington 
Ave., Dept. 232, New York 17, New York. 
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... to lay your plans for in- 
creased business! Widening 
your circle of prospects is one 
way; increasing coverages of 
present assureds is another. 
With this ‘forward look’ you'll 
need a new kind of personal 
service. Millers National and 
Illinois may be just what you 
are looking for. Flexible con- 
tracts—plus our special brand 


of efficiency—can step-up your 
ability to produce on the firing 
line. Now is the time to get 
ready for Tomorrow . . . Drop 
us a line Today! 





MILLERS NATIONAL 
INSURANCE COMPANY 


iLLINOIS 
INSURANCE COMPANY 
Home Office, Chicago 6 


YOUR, sepeniat 
Insurance /AGENT 
Steves) rou jevast 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 





55 FIFTH AVE., NEW YORK 
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Revise Burglary Rates 
And Rules Countrywide 


National Bureau has revised bur- 
glary rates and rules in all states 
and territories. The average rate 


changes are: Broad form personal | 


theft, inside —3.6%; outside +13.1%, 
and for the combination +1.4%; mer- 
cantile open stock +3.6%; mercantile 
robbery, inside —7%, and outside 


—20.8%; storekeepers burglary and | 


robbery +5.5%; mercantile’ safe 
+3.3%; money and securities broad 
form, inside +5.8% and outside —24%. 

Mutual Bureau revised rates for the 


same classes are as follows: —3.9%, 
+12.3% and +09%; +3%; —3% 
and —20%; +49%; +2.1%; +55% 
and —25% 


State territorial pages in the man- 
uals will now include a listing of all 
alarm companies installing local and 
central station burglar alarms. This 
listing formerly appeared in the ap- 
plicable manual rules. 

Rules for writing the supplemental 
coverage policy have been amended 
so that this policy may be written 
for an insured eligible for one of the 
types of blanket bonds listed in the 
manual. The former rule limited the 
eligibility to banks, trust companies 


and safe deposit companies. In the | 
mercantile open stock section of the | 
manual, the co-insurance limits are | 


increased 50% 


Changes In Classification 
Classifications for discount houses 
and electrical appliances, not other- 


wise classified, are added to the mer- | 


cantile open stock section. In the 
mercantile safe burglary and mercan- 
tile robbery sections are classifica- 
tions for discount houses, laundries 
engaged solely in apron, coat or 
towel pickup and delivery service, 
and small loan and finance com- 
panies. 

The storekeepers burglary and rob- 
bery policy rate schedules have been 
revised by establishing rates for three 
separate classes of risks comparable 
to the rate schedules of the broad 
form storekeepers policy. The rate 
schedule and minimum premium for 
the innkeepers liability policy have 
been revised to provide a more equit- 
able rating basis for motels and sim- 
ilar risks. 

Effective with the rule and rate 
changes of both bureaus are revisions 
of the policy forms for the following 
coverages: Mercantile safe burglary, 


mercantile robbery, paymaster rob- | 


bery, money and securities broad form, 
comprehensive 3-D and blanket crime. 
There are also revisions in the special 
coverage policy and all coverage forms 
for use with that policy. Effective with 
the policy revisions are amendatory 
endorsements for use with the follow- 


ing policies: Combination safe deposit- | 


ory, broad form personal theft, 
personal theft, mercantile open stock, 


storekeepers burglary and robbery, | 
office burglary and robbery, and broad 


form storekeepers. 
All changes are effective Oct. 29, ex- 
cept for Hawaii, effective Nov. 1 for 


National Bureau changes, and Texas, 


effective Nov. 26 for both bureau re- 
visions. 


Celina Mutual Names Mielke 
To Head WC Department 


Harold A. Mielke will head a new 
miscellaneous casualty and workmen’s 
compensation department of Celina 
Mutual. Mr. Mielke was with Em- 
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ONE WHO HELPS YOU save your client money. 
The Royal-Globe fire protection representative is an expert 
on rates and the inherent hazards of various industries and 
businesses. Before or during construction he can be espe- 
cially valuable. If you have a client contemplating building, 
have him see your FPR now. His 





suggestions often minimize hazards, © © 
possibly leading to reduced rates [li J a 
and future savings. saner | © war )& 

' AER es ie 
There is a fire protection represent- —¥ WN, me, N\ ‘s 
ative on your local Royal-Globe mo- \ WW fl J aswone | aff 
bile production team. His advice is Ver & er v7 
proof to your clients that they are J_| J 


in competent hands. He is one more 
reason why Royal-Globe is 


“TOPS IN EVERY SERVICE” 
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150 WILLIAM ST., NEW YORK 38, N.Y. 
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ployers Mutual of Wausau from 1937 | 


to 1956, and recently was insurance 
manager for National Container Corp. 
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Editorial Comment 
More Businesses Buy Life Than UéO 


For those local, independent agenis 
who are still debating whether they 
should offer clients life as well as 


fire and casualty coverages, the re- 


sults of one recent survey will be 
interesting. It shows that although 
only 24% of weekly newspaper pub- 


lishers buy time element coverages on 
building and contents, 38% buy group 
life insurance. 

The survey, which was made by 
American Press, the business paper of 
weekly newspaper publishers, further 
disclosed that 60% of the publishers 
have purchased group hospitalization 


and medical coverages, 17% have 
bought life insurance on executives 
with the company as_ beneficiary, 


4% have an insurance company pen- 
sion plan—and 31% buy group A&s. 


These are commercial risks, the 
ones most prized by local agents, and 
the ones which, presumably, regard 
the agent as a trusted insurance ad- 
viser. The survey does not, of course, 
reveal how many individuals owning 
or working for weekly newspapers 
brought personal life and A&S. 

Of all types of insurance only fire, 
extended coverage, glass, machinery, 
general liability, automobile and 
workmen’s compensation are  pur- 
chased by more weekly publishers 
than group life. Compared with the 
number who buy group hospitaliza- 
tion and medical, only five of the 
lines above are purchased by more 
publishers. 

It looks like the market is there, 
but is the local agent?—K.O.F. 


Progress Of Monthly Pay Plans In Life 


For those in the fire and casualty 
field who are interested in the deve- 
lopment of monthly plans for payment 
of premiums, the special study of such 
plans for the life insurance business 
recently completed by Life Office Man- 
agement Assn. is interesting. 

Of 215 insurers reporting, 207, or 
96%, use monthly plans of one kind 
or another. Of the 207 companies, 141 
have introduced one or more such 
plans since Jan. 1, 1953. During the 
same period, 92 pre-authorized check 
plans were started and 43 more were 
under consideration at the time of the 
survey. 

More than half of 80 companies re- 


porting on 1957 business said that 
40% or more of volume was paid in 
monthly installments; more than one- 
fourth of these companies said the 
volume paid in this way was 60% or 
more. 

However, 61 out of 98 companies 
reported a greater number of lapses 
on monthly business than on all busi- 
ness. Of eight companies reporting on 
pre-authorized check plans, seven said 
lapses were less for these plans than 
on business paid for in other ways. 
Of 207 companies, 200 have a mini- 
mum premium requirement for 
monthly payment plans ,generally $5 
or $10.—K.O.F. 





Personals 


W. Ross McCain, who has relin- 
quished his duties as chairman of 
Aetna Fire, was 
educated at Wash- 
ington & Lee, Uni- 
versity of Aransas, 
University of 
Bonn, and the Sor- 
bonne. He holds an 
M.A. degree from 
Arkansas and in 
1944 received an 
LL.D. from that 
university. He was 
admitted to the 
Arkansas bar in 
1904. He began in W. Ross McCain 
1907 with a local agency in Fordyce, 
Ark. He joined Aetna Fire in 1911 as 
a state agent for Arkansas. He went to 
the home office in 1919 as assistant 
secretary, became secretary in 1923 and 
was elected vice-president in 1927. He 
was appointed a director of the compa- 
ny in 1929. In 1933 he was elected the 
10th president of the company and 
served in that capacity until 1950, 
when he became the third chairman. 
He has been president of National 
Board, Eastern Underwriters Assn., 
Southeastern Underwriters Assn., and 
Hartford Better Business Bureau. 


Dr. George M. Howe, research me- 
teorologist for Travelers weather ser- 
vice. has been elected secretary-treas- 
urer of New England St. Lawrence 
Valley Geographical Society. 





Deaths 


R. L. DANIEL, 90, former Texas life 
insurance commissioner and ex officio 
chairman of the old board of insurance 
commissioners, died at his home in 
Victoria, Tex., following an illness of 
several weeks. Mr. Daniel twice served 
on the old board, his first term being 
from 1925 to 1927 and his second from 
1933 to 1939, during which period he 
was active in councils of National Assn. 
of Insurance Commissioners. 


ALBERT D. PURVIS, 61, senior 
partner in the New York City broker- 
age firm of Allen & Purvis, died at 
Montclair, N. J. He was also president 
of Purvis-Milnor, another New York 
brokerage firm. 


WILLIAM F. NOEL, retired ad- 
juster of Aetna Casualty at New York, 
died at his home in Roselle Park, N. J. 
He retired in 1946. 


GECRGE W. INGALLS, 84, who 
retired in 1951 as a state agent of 
America Fore at Syracuse, died in 
Veterans Administration Hospital 
there. He started in the local agency 
business at Saratoga Springs in 1890 
and had been an America Fore field 
man in central New York from 1913 
to his retirement. 


WILLIAM M. MURRAY, 75, man- 
ager of the fire division of the Barney 
& Barney agency of San Diego, died 
after an illness of a few weeks. He had 
been in insurance for nearly 60 years, 


much of the time in Chicago with Fred 
S. James & Co. He was also for several 
years assistant to former Director 
Ernest Palmer of Illinois. 


HORACE S. LYONS, 52, head of the 
Cincinnati agency of that name, died 
after a short illness. He established 
the Lyons agency in 1927. 


JAMES REDMOND, secretary and 
claim manager of the Vernon com- 
panies, died suddenly of a heart attack. 
Before joining the Vernon organiza- 
tion, Mr. Redmond had been with 
Keystone Automobile Club Casualty 
in Philadelphia for 18 years. 


DR. J. HUDSON BLAUVELT, 69, 
medical director of America Fore, died 
at his home in Nyack, N. Y., after a 
short illness. 


MICHAEL T. KELLEHER, 61, vice- 
president of Marsh & McLennan at 
Boston, died suddenly at the Waldorf- 
Astoria in New York. From 1932 to 
1938 he was deputy state auditor and 
deputy commissioner of Massachu- 
setts. He was fire commissioner of 
Boston from 1951 to 1952. He was 
chairman of the executive committee 
of National Catholic Community Ser- 
vice and a vice-president and gover- 
nor of United Service Organizations. 





No Driver's License Since 
1951 Means No Revocation 


In Three Years, Court Says 


Circuit Judge Gordon at Milwaukee 
has ruled that a motorist whose driv- 
er’s license was revoked in 1951 stated 
truthfully in his insurance application 
that his license had not been revoked 
in the last three years. As a result 
his $40,000 coverage is valid. 

The motorist, Louis Rivkin and his 
insurer, Interstate Fire & Casualty of 
Chicago, are being sued as a result of 
a three-car collision. Interstate F&C 
contended that because Rivkin had no 
driver’s license his policy was invalid. 
The question about revocation of the 
license asked, by implication, whether 
Rivkin had a license when he applied 
for insurance, Interstate F&C ar- 
gued. 

Rivkin contended that if Interstate 
F&C wanted to know whether he had 
a license, that question should specif- 
ically have been asked. He said he 
answered truthfully that the license 
had not been revoked in the three 
years prior to 1956. 


Lauterbach & Eilber Agency Of 
Columbus At 90 Year Mark 

The Lauterbach & Eilber agency of 
Columbus is marking its 90th anni- 
versary. It is now operated by the 
third generation of Lauterbachs and 
is the oldest agency in Ohio under a 
single family management. Principals 
of the agency are the grandsons of 
the founder and nephews of the orig- 
inal partner. 

Lauterbach & Eilber was founded by 
John Lauterbach at 973 East Broad 
street. As the business inceased he took 
on a partner, Wesley Eilber. 

Today, Arthur Lauterbach is asso- 
ciated in the agency with his brother, 
Willard G. Lauterbach, together with 
Charles J. Schaefer and Edward W. 
Schneider. Miss Edith Huber, office 
manager, has been with the agency 
for more than ‘40 years. 

The agency principals were guests 
at a testimonial dinner given by the 
companies it represents. Among the 
speakers was Superintendent Arthur 
Vorys of Ohio. 
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Held Excluded From 
Drive Other Cars Cover 


U. S. court of appeals at Chicago 
held a truck driven by a member of 
the national guard to be a vehicle fur- 
nished for that party’s regular use and 
also held driving it to be part of the 
insured’s “business or occupation.” 
Consequently the drive other cars fea- 
ture of basic standard automobile li- 
ability provisions was held not to pro- 
vide coverage under those circum- 
stances. The case is Voelker vs Trav- 
alers Indemnity, in 15 CCH (Auto 
and) 565. 

Although this case involved the 
1955 basic automobile policy, now lit- 
tle used for individuals, it apparently 
would apply to the family policy, 
which always did exclude business use 
of a non-owned automobile except of 
the private passenger type and which 
was revised last spring to exclude non- 
owned automobiles furnished for reg- 
ular use to the insured. Operation of 
government-owned automobiles of 
various types has been a sore point 
with underwriters since the family 
policy made its appearance in 1956. 


Qualified Military Driver 


Voelker, the insured, was a sergeant 
in the Illinois national guard and a 
qualified driver of military vehicles of 
various types. He engaged in the usual 
national guard weekly activities and 
attended the annual two-week sum- 
mer encampment. While returning 
from such an encampement at Camp 
Riley, Minn., in July, 1956, he was 
involved in an accident while operat- 
ing a heavy truck in a military convoy 
and was sued by an injured civilian. 

Travelers Indemnity denied cover- 
age because of the exclusion in the 
drive other cars feature of an automo- 
bile furnished for regular use to the 
insured and also because of the ex- 
clusion of use of any automobile in 
the insured’s business or occupation 
except a private passenger automobile. 
Voelker brought a declaratory judg- 
ment action against Travelers Indem- 
nity, seeking an order to provide cov- 
erage. Losing in the district court, he 
appealed. 

Judge Major’s opinion upheld Trav- 
elers Indemnity on both counts. Cit- 
ing Farm Bureau Mutual Auto vs 
Boetcher, 48 N.E. (2nd) 895, as au- 
thority for the position that availabil- 
ity of a vehicle is the test of regular 
use, rather than the number of times a 
person actually drives a particular ve- 
hicle, the opinion points out that the 
guardsmen who were trained to drive 
vehicles did so on numerous occasions 
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National Guard VehicleInterstate Indemnity 


Under Investigation, 
Layman Resigns As V-P 


Newspaper reports in San Francisco 
state that Interstate Indemnity of Los 
Angeles is under investigation by the 
department in “something more than 
a routine” manner. 

Since 1952, Interstate Indemnity 
has been directed by John A. Markel. 
Markel Service of Richmond, Va., had 
ownership until January of this year 
when it was transferred to J. A. 
Markel. The Dec. 31, 1957 statement 
showed assets of $2 million and sur- 
plus of $420,000. 

Late last week THE NATIONAL UN- 
DERWRITER received a telegram from 
Lester C. Layman, executive vice- 
president of Interstate Indemnity, an- 
nouncing his resignation. Mr. Layman’s 
telegram read: 

“Lester C. Layman announced his 
resignation as executive vice-president 
of the Interstate Indemnity Co. of 
Los Angeles but would not say wheth- 
er his departure was prompted by the 
current investigation of the company’s 
finances by the state department of 
insurance. Layman, who joined the 
company only three months ago, said 
he officially resigned Monday morning, 
Oct. 27, at the opening of business. 
His resignation was confirmed by a 
company spokesman. However, neither 
the spokesman nor Layman provided 
a reason for the resignation. The state 
department of insurance has been 
examining the company’s records for 
the last three weeks.” 


General Adjustment Bureau has 
moved its Havre, Mont., office to 202 
Masonic Temple building there. 





and were subject to do so at any time 
on order so the fact that Voelker had 
not previously driven this particular 
truck was immaterial. 

The holding that Voelker was en- 
gaged in a “business or occupation” 
at the time of the accident occupies 
less space in the opinion and actually 
was superfluous, because the holding 
in favor of Travelers Indemnity on the 
other point was sufficient to sustain 
its position. However, the opinion 
points out that a guardsman might at 
any time be called upon to drive a 
truck or otherwise perform his duties 
for a long period and states that the 
fact that he had other regular em- 
ployment did not keep him from being 
also engaged in a business as a mem- 
ber of the national guard. “A person,” 
the opinion concludes, “during the 
same period can be engaged in more 
than one business.” 
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Old Mother Hubbard went to the cupboard 
To get her poor daughter a dress, 
But when she got there, the cupboard was bare, 


And vo was her daughter, Bess! 


She couldn't feel gay, no insurance had they. 
“It’s my fault,” she told her neighbors, 
But they made her see that G. F. & C. 


Would protect ’gainst other invaders. 


Now the moral is clear, for agents to hear: 
Cover clients today, not tomorrow! 
Don’t let them be cross with an uninsured loss; 


If you do, they'll have grief, you'll have sorrow. 


GENERAL FIRE AND CASUALTY COMPANY 


(A Non-participating Stock Company) 
Home Office: 1790 Broadway, New York 19, N. Y. 
Philadelphia 


Minneapolis 


Newark 


Pittsburgh 


Chicago 





Insurance written through agents and brokers only 


| Jack L. Curtis, 


| McCelvey, 
| Maude Swink Land, secretary. 
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Convention Dates 





Nov. 16-18, Kentucky Assn. of Insurance 
Agents, annual, Kentucky Hotel, Louisville. 

Nov. 17-19, Indiana Assn. of Insurance Agents, 
annual, Claypool Hotel, Indianapolis. 

Nov. 20, Insurance Federation of New York, 
annual, Waldorf-Astoria, New York City. 

Nov. 20-21, Conference of Mutual Casualty 
Companies, accounting and statistical, office 
methods, and personnel conferences, Conrad 
Hilton Hotel, Chicago. 

Nov. 24-26, National Assn. 
Insurers, annual, Hotel 
Miami Beach. 

Dec. 7-8, Arkansas Assn. of Insurance Agents, 
midyear, Hotel Lafayette, Little Rock. 

Dec. 10, Eastern Underwriters Assn., annual, 
Biltmore Hotel, New York City. 

Dec. 15-19, National Assn. of Insurance Com- 
missioners, midwinter, Roosevelt Hotel, New 
Orleans. 

Dec. 28-29, American Assn. of University 
Teachers of Insurance, annual, LaSalle Hotel, 
Chicago. 


of Independent 
Fontainebleau, 


13 Tex. Agents’ Assns. 
Name Officer Slates 


At recent meetings of local agents’ 
associations the following officers were 
elected. 

Abilene Assn. of Insurance Agents: 
Sid McKinney, president; Claude Os- 
burn, vice-president; and Eugene 
Thomas, secretary. 

Brenham Assn. of Independent In- 
surance Agents: Robbie D. Barnes, 
president; Elvis F. Jaster; vice-presi- 
dent; and Floyd C. Reed, secretary. 

Brownsville Assn. of Insurance 
Agents: John E. Mitchell, president; 
D. A. Harrison, vice-president; and 
James Baytes, secretary. 

Dallas Assn. of Insurance Agents: 
William L. Carter Jr., president; Don- 
ald E. Bowles, vice-president; and 
executive secretary. 

Denison Assn. of Insurance Agents: 
Russell Oden, president; J. A. Cuff, 
vice-president; and Vernon Beckham, 
secretary. 

Greenville Assn. of Insurance 
Agents: R. E. Tarpley Jr., president; 
Dudley Ames, vice-president; and Mrs. 
Jessie B. Dulaney, secretary. 

Harlingen Assn. of Insurance 
Agents: C. Grant Klopfenstein, presi- 
dent; and Robert E. Rumbo, secretary. 

Kingsville Assn. of Insurance Agents: 
John D. Morgan, president; M. A. 
Smith Jr., vice-president; and William 
A. Rainbolt, secretary. 

Levelland Assn. of Insurance Agents: 
M. B. Conatser, president; and Cone 
Green, secretary. 

McAllen Assn. of Insurance Agents: 


| Bill Whitsitt, president; Russell Weil, 


vice-president; 
secretary. 
Temple Assn. of Insurance Agents: 
T. M. Newton, president; W. S. 
vice-president; and Mrs. 


and E. L. Crawford, 


Texas City-La Marque Assn. of 
Insurance Agents: Allan Bailey, presi- 
dent; Don C. Davidson, vice-president; 
and A. A. Smith, secretary. 

Victoria Assn. of Insurance Agents: 


| Allan Weigand, president; and Kemper 


Williams, secretary. 
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25 Years 


of outstanding personal service to insurance companies. 
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Close and Keep 
MORE 


Group Business 


WITH 





FOR GROUPS 
OF 25 AND OVER 


WORKING 
GROUP-SALES 
SERVICE! 


SALARIED SALES 
PERSONNEL to help you 
contact and close your 
group cases! 


Be in there with: 
e Competitive bids 


e Full-payment hospitalization, 
with surgical, medical and 
other benefits 


e Accident and sickness 
disability 
e Life insurance 


e Accidental death 
and dismemberment 


e Major medical 


Make our group sales and serv- 
ice facilities your working staff. 
Let us show you how it works 
for you. Phone or wire collect 
today! EAstgate 7-2100. 


Robert W. Burmeister 
Manager, Group Brokerage 
or 
George S. Harris 
.Vice President, Group Sales 
Dept. 311 


BENEFIT 
ASSOCIATION 


of Railway Employees 


901 W. Montrose Avenue 
Chicago 13, Illinois 
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810 Baker Building 
Minneapolis 2, Minnesota 
FEderal 9-5847 


A. E. STRUDWICK Co. 
REINSURANCE BROKERS 
Exclusively 


208 South LaSalle Street 
Chicago 4, Illinois 
CEntral 6-9141 








Nove! 
Aé. 


longer 
experi 
ance C 
safegu 
Disc 
tuberc 
more 
approé 
had be 
Afte 
TB col 
officer 
has a 
not lil 
as he 
impro' 
diseas' 
Tho: 
oughl} 
X-ray: 
the di 
rider 
three | 
arrest 
minim 
consid 
arrest, 
minim 
withot 
10 ye 
show 
or mo 
conser 
consid 
extra 
Hos} 
for th 
covera 
indivi 
areas 
should 
ler, s 











7, 1959 


ou 


tion, 


S55, 


33> 


ll el al onl 


oe 


AES 








November 7, 1958 


HteNATIONAL UNDERWRITER 23 


A&S Business Told To Stop Apologizing 


(CONTINUED FROM PAGE 9) 


longer any doubt, on the basis of our 
experience, that the older age insur- 
ance can be underwritten with proper 
safeguards.” 

Discussing the underwriting of 
tuberculosis, Dr. Hauge said “we have 
more reason for optimism in our 
approach to this disease than we ever 
had before.” 

After tracing the recent progress in 
TB control, the New York Life medical 
officer suggested that a person who 
has a reactivation of tuberculosis “is 
not likely to present as large a claim 
as he has in the past” because of 
improved methods of treating the 
disease. 

Those cases that have been thor- 
oughly studied and whose current 
X-rays show no residual evidence of 
the disease can be considered with a 
rider or an extra premium two or 
three years after the disease has been 
arrested, and that such cases with 
minimum X-ray residual can be 
considered four or five years after 
arrest, he stated. All cases in the 
minimal category can be considered 
without restrictions or any riders after 
10 years. Those cases whose X-rays 
show moderately advanced residuals 
or more will have to be treated more 
conservatively, but even these can be 
considered with riders or substantial 
extra premiums after five or 10 years. 

Hospitals and doctors feel coverage 
for the aged, the writing of broader 
coverage, and the termination of 
individual policies are three major 
areas where insurance companies 
should be doing more, Morton D. Mil- 
ler, second vice-president Equitable 





aa 
OR oe oe 
SWETT & CRAWFORD | | 


Society, said in his remarks in the 
course of a panel discussion titled 


“Good Communications.” 


Mr. Miller, who is chairman of 
Health Insurance Council, said cover- 
age for senior citizens was highest on 
the list of things doctors and hospitals 
felt insurance companies should con- | 
centrate on. ; 


Urges Rapid Progress 


“We must,” he urged, “move more 
rapidly in offering policies to persons 
over age 65. For those not yet 65, we 
need more lifetime policies under 
which continuance after age 65 is 
guaranteed.” He spelled out the writ- 
ing on broader coverage as including 
benefits for diagnostic services and 
other out-of-hospital medical care. 

“Doctors and hospitals alike, in 
‘reacting to our increasing concern 
over rising health care costs, point to 
the fact that insurance contracts limi- 
ted to care in the hospital tend to add 
fuel to this fire,’ Mr. Miller declared. 

Doctors disagree strongly, said Mr. 
Miller, with the practice of failing to 
renew policies because the health of 
the insured has deteriorated. “That we 
may wish to have the right to non- 
renew policies because of fraud, over 
insurance, moral hazard, or other 
similar reasons is readily accepted. 
However, we are being looked to for 
coverage which guarantees renewabil- 
ity in the event of a change in the 
insured’s health status. Our reasons for 
wanting to retain the right in connec- 
tion with such policies to change the 
premium rates as a class are fully 
appreciated.” 
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CHICAGO OFFICE | 


formerly MacGibeny-Grupe, Inc. 
175 West Jackson Boulevard 
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J. R. MULDER, Vice President 
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Unusual risks abroad 


are not unusual to AFIA. For AFIA is “at 
home” in 70 countries—thoroughly familiar with local 
conditions—experienced in providing protection that 
fits and conforms to the laws of the land. 

You’ll get full guidance, have no problems, when you 
contact AFIA’s nearest office about any specific risk. 





AMERICAN FOREIGN INSURANCE ASSOCIATION 
161 William Street ¢ New York 38, New York 
CHICAGO OFFICE .. Insurance Exchange Building, 175 West Jackson Blvd., Chicago 4, Illinois 
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SAN FRANCISCO OFFICE .. Russ Building, 235 Montgomery Street, San Francisco 4, Calitornia 
WASHINGTON OFFICE.... Woodward Building, 733 15th Street N. W., Washington 5, D. C. 


An association of leading American capital stock fire, marine, casualty and 


surety insurance companies providing insurance protection in foreign lands 
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News Of Field Men 


St. Paul F.&M. Shifts 


Personnel In Field 

St. Paul F.&M. has made new 
appointments in its field force. Walter 
B. Gates, since 1957 in the loss de- 
partment at Oklahoma City, has been 
named special agent in the Oklahoma 
field, and State Agent Gordon L. 
Fransen, field man in Oklahoma for 
the past 10 years, replaces Forrest O. 
Cress, who has retired. Mr. Cress 
joined St. Paul in 1934 in Oklahoma 
City and has been there ever since. 

Loren Oliver Jr. will be special 
agent at Milwaukee, assisting State 
Agent W. W. Pierce. Mr. Oliver has 
been at the home office. 


Busch To Southern Cal. 


Field For National Union 


James Busch is new special agent 
for National Union companies in 
southern California. Formerly with 
Royal Exchange, he replaces Jack 
Stone, who resigned to enter real 
estate business. 


Aetna Fire Names Herzog 
To New Michigan Office 


Aetna Fire has opened an office at 
Cheboygan, Mich. State Agent C. 
Robert Herzog has been transferred 
from Nebraska to manage the new 
office. He will work with Special 
Agents Kavanaugh and Ahrens. 


Name Lemon Special For 


Reliable, Swiss National 


Rogers M. Lemon has been ap- 
pointed special agent for Reliable and 
the U.S. branch of Swiss National for 
North and South Carolina, with head- 
quarters in Charlotte. He replaces 
Dahal Bumgardner who resigned from 
that post. 

Mr. Lemon joined Reliable in 1952 
as a fire underwriter. He has been 
special agent for American Equity 
group in Florida for the past year and 
a half and was formerly for 10 years 
with Fireman’s Fund in Atlanta. 


American Indemnity Names 
Harvest Colorado Special 


American Indemnity has appointed 
Robert W. Harvest as special agent for 
Colorado to succeed Charles B. Bakke- 
mo who resigned to enter life insur- 
ance. Mr. Harvest was formerly with 
Aetna and Boston Old Colony. He will 
make his headquarters in Boulder. 


National Fire Names 
Johnson To Illinois Field 


Joseph R. Johnson is new special 
agent of National of Hartford in cen- 
tral and southern Illinois, with head- 
quarters at Springfield. He replaces 
W. G. Schwenk who has transferred 
to National’s Chicago office as a 
marine underwriter. Mr. Johnson has 
been with Illinois Inspection Bureau 
at Springfield. 


Pacific Indemnity Names 


Bliss At Bloomington, Il. 


Pacific Indemnity has established an 
Illinois service office at Bloomington 
and named Roger L. Bliss state agent 
in charge. The new office, reporting to 


the company’s midwestern department 
at Kansas City, is in the People’s Bank 
of Bloomington building. 

Mr. Bliss, who has been in Pacific 
Indemnity’s office at St. Petersburg, 
Fla., for the past two years, was a 
local agent at Champaign, IIl., follow- 
ing World War II, and had also been 
special agent in Florida for Sun of 
New York. 


St. Paul F.4M. Makes 


Changes In IIL, S. C. 


St. Paul F.&M. has transferred 
Nicholas R. Nelson from St. Paul to 
the Illinois field as special agent. He 
will assist Nelson F. Hagar, with 
headquarters at the Decatur office. 

Mr. Wade N. Downs, for the past 
five years in the engineering-audit 
division of the Columbia, S. C. office, 
has been transferred to the field as 
special agent to assist E. B. Sample of 
that office. 


Aetna Fire Names Stone 
Special In Kentucky 


Robert B. Stone has been named 
special agent in Kentucky and will be 
with State Agent Emerson Hill, 600 
Starks building, Louisville. Mr. Stone 
has had several years’ experience with 
a prominent local agency in the state. 


Three Louisville Changes 
For Security Of New Haven 


Charles W. Boone, who has been at 
Louisville with U.S.F.&G., has joined 
Security of New Haven as resident 
secretary there. Security has promoted 
John Griffin, assistant claim manager, 
to claim manager in Louisville, and 
Otto Redwitz is in the field in Ken- 
tucky. He has been retired after hav- 
ing been Kentucky state agent and in 
the home office. 


Hubbard To Spokane Post 


Trinity Universal has named Charles 
L. Hubbard special agent for the C. B. 
DeMille agency in charge of the Spo- 
kane office. He had been special agent 
for Glens Falls for the past two years 
at Spokane and he succeeds Almond L. 
Harrison, who has resigned. Prior to 
joining Glens Falls, Mr. Hubbard was 
special agent for John A. Whaley & 
Co. at Spokane for four years. 


Stone Named SA In N.C. 


Blue Ridge has named Dan M. Stone 
state agent for North Carolina. This 
appointment is part of the company’s 
home office move from Shelby to 
Charlotte, N. C. 


Travelers Appoints Eight 


Travelers has appointed Joseph W. 
Hutt Jr., who was field supervisor, 
fidelity and surety lines at Richmond, 
Va., assistant manager of those lines 
at Baltimore. 

Appointed field supervisors were C. 
Robert Johnson, casualty, fidelity and 
surety, Brooklyn, and Donald L. Dildy, 
fire and marine, Atlanta. 

C. Eugene Askins Jr., who was 
assistant manager fire and marine at 
the John street, New York City office, 
has been transferred to Yonkers in the 
same capacity. 

The company transferred two field 
supervisors, Reece G. Johnson Jr. fire 


and marine, from Jacksonville to 
Orlando, and William P. O’Toole, from 
Pittsburgh to Erie. 


Reed In Colo. Field 


Phoenix of Hartford has appointed 
Conaly Reed special agent in Colorado. 
His headquarters will be at Denver 
where he went last March after com- 
pleting the home office training course. 


Harrison In Md. Field 


Hartford Accident has appointed 
Robert S. Harrison special agent for 
Maryland, except Queen Ann and 
Prince George counties, with head- 
quarters at Baltimore. He joined the 
company at the home office in 1955 
and was later in the New England of- 
fice. 


Pease In Fla. Field 


Aetna Casualty has appointed Carl 
D. Pease Jr. special agent in Florida, 
under Marshall L. Gann, state agent, 
with headquarters at Tampa. 

Mr. Pease succeeds Warren W. 
Robertson, who has transferred to 
Alabama. Mr. Pease is rejoining the 
company after five years in the local 
agency business. 


McNamara Is Mich. Special 
Kenneth E. McNamara has _ been 
appointed special agent at the Sagi- 
naw, Mich., service office of Great 
American. Mr. McNamara, who has 
had 10 years field experience, will 
primarily handle casualty business. 


— 


Northern Indiana membership group 
of Indiana Capital Stock Insurance 
Assn., heard Vinson Kerr of American 
District Telegraph Co. at the October 
meeting in South Bend. 


A&S 


Nw A&S Sales Congress 
Draws 250 To Portland 


“If one is to succeed in the produc- 
tion—or sales—of insurance, that one 
must have the sound ability to ade- 
quately express himself—not merely 
be a good talker,” according to Henry 
G. Sheehy, vice-president of Massa- 
chusetts Bonding at San Francisco, in 
a talk to the members of Northwest 
International A&S Sales Congress in 
Portland, Ore. Mr. Sheehy emphasized 
this throughout his address, but he also 
brought out other phases having 
influences upon the insurance business 
from the ability to convince and 
influence others along constructive 
lines. 

At the opening of the sales congress, 
Reginald Snyder told the 250 A&S men 
that the successful A&S salesman 
needs to fall in love with his business. 
Then he must set a goal and let that 
goal become a “magnificent obses- 
sion.” 

Mr. Snyder, who is vice-president of 
Old National of Houston, painted a 
glowing word picture of the successful 
salesman as one “with a _ burning 
desire to make a profession out of his 
job and carrying an atmosphere of 
success wherever he goes.” 

The successful salesman needs to 
do creative thinking about his job, 
according to John F. Gaule, vice- 
president and director of field opera- 
tions for Mutual Benefit H.&A. “Crea- 
tivity” is the difference between the 
average salesman and the highly 
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successful one,” he said. “It can’t be 
bought, it has to be developed ang 
involves ingenuity and originality” 

The proper use of “ideas that clicy» 
is one means of providing a road ty 
success for the A&S man, Carl 4 
Ernst, North American Life & (Cas. 
ualty, said. He suggested sticking , 
piece of folding money in a pocke 
where it can be seen by the custome 
as a means of changing his attitug 
from a negative to a positive one, 

“T have yet to see a man with a]i 
sour expression who is looking x 
folding money. Money for future de. 
livery when wanted is what we ay 
selling,” he pointed out. The exhibj 
of money emphasizes the point. 

S. L. Horman vice-president ang 
agency director of Time of Milwaukee 
emphasized the need to present the 
sales story in words the prospect cap 
understand. “Selling,” he contended 
“is more than being articulate q 
knowing one’s product. We have i 
‘get through’ to the prospect.” 

Paul Keller, was general chairmay 
for the sessions, which were sponsorej 
by the Oregon Assn. of A&H Under. 
writers in cooperation with the Wash- 
ington and Vancouver, B.C., associa- 
tions. 


from th 






Cites Inadequate Public Relations 


Mr. Sheehy said he believes that 
management in general fails to devel. 
op an adequate public relations pro. 
gram, including a vital sales policy, 
and worst of all, so many companies 
do not train their field men enough, 
What is public relations if it doesnt 
mean that management desires to have 
the public think well of their company? 
How else can that be accomplished 
except through salesmanship, whether 
the means utilized are advertising, 
good personnel relations or fair deal- 
ing, to name but a few of a long list 

“Let us consider the salesmen—the 
field men—our outside ambassadors of 
good will. They are the men who ina 
great many businesses are responsible 
for making wheels go round. A good 
sales organization is the lifeblood of 
practically all business, but in no 
business is this more true than insu 
ance. Yet, how often do we se 
inexperienced, unprepared sales people 
or sales agents.” 

Mr. Sheehy also criticized the lack 
of apprenticeship given in the insur 
ance business. “Management,” he said, 
“from the president down through the 
department heads, must in this com- 
petitive age, realize that no department 
of a company can operate indepen- 
dently of another. To make the whole 
operation a success, each division 
thereof must cooperate with all other 
divisions in order to avoid anything 
being done by one department which 
would be hurtful to another, and 
therefore to the whole company.” 

































Filmstrip Tells A&S 
Coverage Story To 
High School Students 


A filmstrip, “Dollars for Health,’ 
which marks the first contribution by 
Health Insurance Institute to the field 
of education, has just been produced 
for use in junior and senior high 
school study classes. 

James R. Williams, vice-president 
of the institute, during the p 
of the filmstrip at the Belmont-Plaz 
Hotel in New York, termed the film 
strip “the initial venture by the 
institute” as part of its educational 
program intended to stimulate student 
interest in the study of A&S coverage. 

Since A&S coverage forms such 4 

























large part of today’s method of finan- 
ang | cing health care costs, he stated, “A 
well-rounded citizen needs to have a 
proper understanding and appreciation 
of family finances so he can make an 
intelligent approach in developing a 
family budget.” 

The filmstrip relates family experi- 
ences With ill health as seen through 
the eyes of three high school students. 
During each family segment, questions 
are posed on the screen, which are 
intended to promote further discussion 
of the problems shown. 

The film is available on a free loan 
pasis, or may be purchased at $3 each 
from the institute, 48 Madison ave- 
nue, New York 22, N. Y. 





National A.&H. Appoints 


ent the ge 

ect can| Egan Advertising Manager 
7 National Accident & Health of 
ate or 


Philadelphia has appointed William 
F. Egan director of advertising, sales 
promotion and public relations. He 
il will be responsible for the develop- 
ment, coordination and administration 
‘lof the over-all merchandising and 
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An ideal 
multiple-location 
policy for commercial and 
industrial risks. Includes all 

physical hazards... plus broad 
liability coverage, bonds, fringe 
benefits—usually subject to 
combined over-all 
deductible. 
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marketing operations, procedures and 
plans. He was formerly in the mer- 
chandjsing department of Kroger Co. 


Medical Cone Costs Up 
4.5% As A&S Benefit 
Payments Increase 10% 


Benefit payments to Americans 
covered by A&S insurance through 
insurance companies exceeded $2 bil- 
lion during the first nine months of 
1958, an increase of better than 10% 
over the same period in 1957, accord- 
ing to Health Insurance Institute. 

While the latest consumer price 
index of the U. S. Department of 
Labor showed that the cost of medical 
care in the country has risen by 4.5% 
over last year, reports from the na- 
tion’s insurance companies indicated 
that, from January through September, 
1958, benefits paid under group A&S 
policies covering the costs of hospital, 
surgical and medical care and loss of 
income totaled $1.5 billion, a rise of 
11%. Benefits through individual and 
family type policies, the institute said, 
increased 9% to $506 million. 


Shows Greatest Increase 


Of the five major types of A&S 
coverage—major medical expense, 
hospital expense, surgical expense, 
regular medical expense and loss of 
income—major medical showed the 
greatest increase in benefits paid. 

Benefits received by major medical 
insured increased 89% to a total of 
nearly $167 million. This sum—$162 
million paid through group plans and 
$5 million paid to individual insured— 
already surpasses the $130 million in 
benefits paid out during all of 1957. 

These figures, the institute added, 
include policies written alone or to 
supplement basic hospital, surgical 
and medical coverages. 

Persons covered under hospital ex- 
pense policies received a total of $794 
million, of which $622 million was on 
group policies and $172 million on 
individual policies. 

Surgical expense coverage accounted 
for $297 million in benefit payments, 
with $242 million for group insured 
and $55 million to individuals. 

Payments to persons covered by 
regular medical expense policies 
amounted to $56 million, the institute 
survey showed, with $49 million paid 
out under group plans, and $7 million 
to individual policyholders. 

Persons covered against loss of in- 
come received an estimated $595 
million with $376 million paid through 
group policies, and $219 million under 
individual policies. 


Name Paul Hill Secretary 
Of A&S Groups In Indiana 


Paul Hill of Insurance R.&R. has 
been named secretary of the Indian- 
apolis and Indiana A&S associations, 
replacing William Highfield who has 
joined Western & Southern’s A&S 
sales division. Mr. Highfield, former 
A&S editor of R.&R., is a past presi- 
dent of both associations and a current 
board member and treasurer of DITC. 


Rule On A&S Contracts In Ohio 

Attorney General Saxbe of Ohio has 
ruled that hospital service associations 
such as Blue Cross may write blanket 
group contracts with employers in- 
stead of making separate contracts 
with individuals. Up until now hospital 
service associations have made indi- 
vidual contracts, according to superin- 
tendent Vorys, who had sought the 
opinion. 








Richmond Adjuster Saves 
‘200,000 Loss With 
Airkem Smoke Odor Service 


A fire next door to an important 
men’s shop in Richmond, Virginia 
might have caused a loss of 
$200,000. But quick action on the 
part of Adjuster P. L. Faison of Siebert Company, Inc. and Airkem 
Smoke Odor Serviee saved the insuring companies thousands of dollars. 





Mr. Faison arrived on the scene before the blaze was brought under 
control. Examination revealed no damage to the shop, but the $200,000 
inventory of clothing smelled strongly of smoke. Airkem’s Richmond 
office was called and a few minutes later their Smoke Odor Service 
representatives were on the job. 


Airkem S.O.S. men worked throughout the night. By morning not a 
trace of smoke odor could be found. However, because of the size of 
the potential loss, a firm of chemists was called in to make an analysis. 
They reported no smoke odor present in the merchandise. This effec- 
tiveness has been confirmed by other authoritative laboratory tests and 
the experiences of the insurance industry. 


This type of quick, permanent odor removal is performed daily by 
Airkem’s international service organization. Whether the property is 
contaminated with smoke or other odors, whether it is durable goods 
or packaged products, the Airkem odor control experts perform an in- 
valuable service. Write for a bulle- 
tin describing their services and for 
a directory of the 200 local repre- 
sentatives of this international 
service. 


AIRKEM, INC. 
241 East 44th Street, New York 17, N.Y. 
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Senvice 
For Odor Emergencies Call Airkem S. O. S. 
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Wartield Foresees Changes For Agents 


(CONTINUED FROM PAGE 6) 


nification fund—‘‘we are a very short 
step away from removing the philoso- 
phy of negligence and substituting an 
automobile accident fund with some 
type of indemnity by schedule perhaps 
to everyone injured by an automobile.” 


This could cost agents 40% of their 
volume. 

No one subject bothers agents more 
today than commissions, he said, 
because the cuts amount to 20% of 


income and in the face of growing 
overhead, there is likely to be a con- 
siderable time before such a cut would 
enable agents to write enough extra 
business to make up for this loss. They 
can’t see how they can handle this 
overhead without some gradual ap- 
proach to this problem rather than an 
over-night change. 
Another development 
lights commissions and 


which 
many 


high- 
other 


problems such as_ free_ insurance, 
continuous policies, direct billing and 
competition with captive agents direc- 
ted by an active sales program is the 
joining of life and general insurance 
companies to an unprecedented degree. 


Consistent For 32 Years 


Mr. Warfield observed that he has 
been a consistent producer of life 
insurance throughout the entire 32 
years he has been an agent. He has 
long felt that any agent who was 
really doing a job for insured, should 
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be handling life as well as genera 
insurance for them. Up until aboy 
two years ago, there were Only twp 
large companies writing a full book of 
life and general insurance. In both 
cases, each department has more or 
less gone its own way and still eop. 
tinues to do so. But in the past sever) 
years, many life companies have beep 
started or acquired by general jp. 
surers. When the Appleton rule jp 
New York, which prevents a life com. 
pany from owning a general insure, 
is amended, as perhaps it will be ip 
the next legislature, the mammoth life 
companies will be buying up genera] 
insurers. 

Situation Is Serious 


To independent insurance agents 
this situation is serious, he declared 
Up until now, even with companig 
such as the Aetna, Travelers ang 
Continental groups, the main objective 
has been to utilize each of their plants 
to improve facilities and production 
of both. But there has been no active 
effort to inject life selling philosophy 
into the independent agent’s end of 
the business. 

When the larger life companies 
enter the general field, however, Mr 
Warfield believes agents can expect a 
concerted effort to be applied to their 
manner of doing business. The life 
agent is not an independent agent, 
The life agent’s nearest counterpart in 
the property and liability field is the 
so-called captive agent of the direct 
writers, that have had such a spectac- 
ular growth in automobile and that 
are now actively pushing into fire and 
other personal lines. These captive 
life agents, as most of them are, and 
these other captive agents are tied 
directly to one company that dictates 
in a large measure their activities. 
They are trained primarily to sell and 
keep on selling new business. It is 
doubtful if the average life agent 
spends more than 10% of his time in 
work other than that directly pointing 
to sales, whereas the average general 
insurance agent is lucky if he can 
spend 40% of his time selling. The 
life agent, over an average of 10 years 
on any given policy he sells, earns 
about 10% per year or maybe even 
less; and after that, he earns little or 
nothing. To complete the comparison, 
Allstate and State Farm show an 
average commission cost of from 6% 
to 8%. It is true that both of these 
are practically a pure sales cost, but 
this analogy is a little close for com- 
fort. 


Selling A Major Concern 


The life agent is concerned with 
selling and practically nothing else. 
He doesn’t worry about collections. 
This is done by direct billing from the 


company, and the policy lapses if the 


premium isn’t paid. Many of these 


policies have cash values to cover the 


premium, but years of training of the 


public has taught the life insured to 
pay a premium on fear of cancellation. 


Competitors of agents have made great 
capital of this public reaction with 
direct billing accompanied by a con- 
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venient monthly plan, but still based 
on cash on the line. In his office, he 
said, when the agency tightened up on 
collections and instituted automatic 
cancellation, a surprising percentage 
of those who had been bad pay for 
years became good pay, and further- 
more seemed to appreciate the agent 
more as a good business man. 

Free insurance—the flat cancella- 
tions or not wanted policies—it is 
estimated, cost 5%. A 5% reduction in 
commission could make the same loss 
dollar policy cost $92.37 against the 
$100 premium before the cut. This 
would make independent agents more 
competitive. A life agent does perform 
service beyond selling, but the latter 
is his principal service. Therefore, he 
is not concerned about the issuance 
of an original policy or any renewal, 
he is very little concerned about 
collection problems and he has elimin- 
ated free insurance. 

Injection of the life selling philo- 
sophy on a large scale would provide 
independent agents with competition 
the like of which they haven’t seen, 
he declared. He observed that bureau 
companies in 1951 wrote 33.7% of all 
the automobile business but in 1956 
only 22.6%—a one-third drop. 


Should Agent Give Up? 


Should agents throw in the sponge 
and quit? Not at all, he said. In the 
past several years, company and agen- 
cy relations—never too good on a 
broad base but generally pretty good 
individually—have deteriorated more 
than at any time in many years. In 
most situations of this sort, it is partly 
the fault of both sides. 

It is a little rediculous, Mr. Warfield 
believes, that some of the companies 
have panicked to the extent they have 
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over the horrible losses that automo- 
bile insurance has created, when in 
many cases the pressure for volume 
came principally from them, and who 
now think that the only panacea for 
their business is in reducing agents’ 
commissions. On the other hand, many 
companies—and it will become evident 
shortly—have worked zealously to 
reduce costs themselves, but still find 
themselves facing a diminishing mar- 
ket and are also running up against a 
selection against them in their busi- 
ness that it is impossible for them to 
control. Most of these companies feel 
that new rating approaches may give 
them a chance to reflect true experi- 
ence on a realistic basis, and this may 
help prevent them from being selected 
against by the specialty companies. 


May Have Good Point 


Mr. Warfield said he was not sure 
but companies may have a good point 
when they say that acquisition costs, 
overhead costs and also commissions 
must be reduced to be competitive. He 
resents this being done by fiat, and it 
seems a shame that a problem that is 
joint for both can’t be worked out 
together. That should be done. Agents 
want to preserve ownership of opera- 
tions, independence of action, etc.; but 
above all, they want to make a living. 

He said he dreads a cut in commis- 
sions, but fears it is inevitable. He 
suggested another look at continuous 
policies and direct billing, elimination 
of the uneconomic small policy, cutting 
down on the free insurance and flat 
cancellations, etc. 

The agent doesn’t spend a commis- 
sion rate, but the resulting dollars. If 
cooperative ventures by the companies 
and agents can cushion the shock 
temporarily and ultimately yield more 
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dollars, both are better off. If we pitch 
in now to work this out, we can 
preserve most of what we cherish. In 
doing this, it is probably going to be 
necessary to spell out selling expenses 
as such, and perhaps let other opera- 
tions be done where they are most 
economical whether in the field or 
home office. At the same time, how- 
ever, agents should see to it that 
those expenses for operations which 
they have that are better handled by 
them than by the companies are paid 
for properly. 
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If agents insist upon spelling out a 
true doctrine of payment for services 
as performed, he believes their com- 
panies will cooperate. 


Urges Compromise 


This business has been successful 
in the past; it has made a contribution 
to the economy unique in business 
circles. He believes it will continue to 
be successful in the future—if com- 
pany and agent meet new problems by 
each giving a little and still preserving 
the essentials of their principles. 





writer’s competition. 





**| owe much of my success to 


GENERAL'S |* 


pioneering leadership, 1 
facilities and services.” 


-..says Carlton E. Owen of Sacramento, Califernia 







Carlton E. Owen, owner of the agency that bears his name, 
has been a “partner” with the GENERAL since 1949 and in this 
letter explains why: 


“A partner is taken to give help and I, better than anyone, 
recognize the help that GENERAL has given my agency during 
its growth. They were first to develop the Broadform Endorse- 
ment, the ULTRApolicy, and many others in the industry. 
SAFECO was introduced in California in 1953 —in my mind 
this policy is the perfect answer to the agent’s call for 
efficient operation and low-cost auto insurance for his better 
prospects. And more important — a tool to meet the direct 


“Tt would be impossible for my wife and I to handle a volume 
close to $100,000 without the help of SAFEco’s streamlined 
operation, the ULTRApolicy, premium financing, and the 
efficient help of GENERAL’s employees. Yes, I do sincerely feel 
that much of my success is due to GENERAL’s pioneering lead- 
ership, facilities and services.” 


Write Dept. 420 for more facts about GENERAL 





SEATTLE 5, WASHINGTON 
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Tells Companies To Wrap Up Their 
Packages And Get Out of Market 


on the 
these 


rective 


PPF in 
department 
more than 70. While some of the cor- 
measures 


(CONTINUED FROM PAGE 5) 
1951, which led to 
suggestions, was 


were adopted, the 


maintenance gimmicks stayed, and for 
the five year period from 1953 to 
1957 the loss ratio was between 70 
and 80. There can be little doubt that 
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this loss ratio will remain in this 
range as long as the PPF is sold in 
its present form, Mr. Mezey declared. 

This form was perhaps the hottest 
potato of all time. It was introduced 
with unusual fanfare. Companies held 
meetings to show producers how to 
sell it. They competed for service and 
a little on the commission side too, so 
that they could put a sizeable volume 
on the books rapidly. It didn’t take 
too long for the losses to roll in and 
insurers began to say: “We didn’t in- 
tend to cover that kind of loss, but we 
will have to pay it—it is not ex- 
cluded.” Soon the dam broke and new 
rules were put into effect, Mr. Mezey 
said. 


Not Mass Production Cover 


Time passed and the loss ratio 
zig-zagged up and down until a steady 
stream of bad ratios led to com- 
panies’ withdrawal from agencies or, 
in some instances, withdrawal from 
the field or even the entire state, he 
continued. This experience is positive 
proof that companies cannot success- 
fully write all risk contracts on a mass 
production basis, and it is immaterial 
whether they are called PPF, home- 
owners C or even the commercial 
property floater. The solution does 
not lie in the rates, Mr. Mezey said. All 
risk protection has been provided in 
the marine field for many years— 
but has been handled on an individual 
risk basis, with careful judgment used 
as to rate and form and without a 
built-in give-away program. In addi- 
tion, with loss ratios between 70 and 
80, a rate increase would have to be 
prohibitive even to reach a_ break 
even point. 


Effect On Producer 


No one criticizes the companies for 
drastic action taken in the face of 
poor results, Mr. Mezey noted. Some- 
thing had to be done, and companies 
took the steps they felt were nec- 
essary. But he wonders if they realize 
the effect on producers and insured 
when the market is suddenly tight- 
ened. The agent is faced with the 
problem of replacing coverage in 
another insurer. This is increasingly 
difficult and may even force the agent 
to tell his client that he cannot place 
coverage which he once convinced in- 
sured was vital. This is embarrassing 
to the agent and confusing to the 
public. 

Moreover, insurers cannot go on 
paying out more in claims and ex- 
penses than they receive in premiums, 
he continued. It is not a sound prin- 
ciple of insurance to afford coverage 
for maintenance losses, and the PPF 
does just that. There hasn’t been any 
improvement by shifting this cover- 
age to homeowners C. The belief that 
adding a charge for other perils 
would sweeten the pot doesn’t seem 
to have worked too well. The basic 
facts remain unchanged because the 
policy offers coverage which is not 
sound insurance. 

While agents believe in progress 
and are perfectly willing to live 
through a trial and error period, 
their patience is waning, he asserted. 
The facts prove that there has been 
sufficient time for a leveling off and 
corrective measures—but no improve- 
ment has developed. Hiding the PPF 
in the homeowners C has not done the 
trick. Homeowners policies of all types 
developed a combined loss and ex- 
pense ratio of 114.5 for stock com- 
panies in 1956 and, with the expense 
ratio reduced by 8.8 the loss and ex- 
pense ratio for 1957 was 106.3 on 
forms A, B and C. Six states—Cali- 
fornia, Illinois, Michigan, Ohio, New 
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York and Pennsylvania—write $85 mil- 
jion in homeowners premiums which 
represent 55% to 60% of the total 
written countrywide. The loss ratios 
in 1956 for homeowners C policies in 
these six states were as _ follows: 
California 91.7; Illinois, 93.3; Michi- 

107; Ohio, 74.7; New York 76.3; 
nd Pennsylvania, 65.5. 


Conditions Have Grown Worse 


The conditions existing in 1951 have 
grown worse, Mr. Mezey declared. On 
top of this dismal picture in the per- 
sonal lines field, the commercial prop- 
erty policy now looms up. This con- 
tract came to life in California, where 
a few companies, unhampered by a 
law requiring the filing of form and 
rate, offered an all risk contract to 
mercantile risks. This was a radical 
step and brought forth some heavy 
criticism by more conservative com- 
panies. However, they soon joined the 
parade and made the block policy 
available. The concept spread rapidly, 
aided by many a speech by company 
executives extolling the virtues of the 
package idea and outlining the wis- 
dom of providing all risk coverages 
for the merchant. 

The commercial property policy, 
which is now going to be introduced 
in New York, he observed, has been 
written in over 42 states during the 
past two or three years. The newest 
development is the commercial prop- 
erty floater—the block concept. Now 
that New York has cleared the way, 
producers are to be given the dubious 
honor of selling these coverages. 


Concerned With After Effects 


In this connection Mr. Mezey said: 
“I have been a salesman all my life 
and selling does not frighten me. It 
is the after effects which are my ma- 
jor concern. I have the strange feeling 
that I have been through this same 
situation before and it is not a fond 
or pleasurable recollection. 

“We, as agents and brokers, do not 
design the product we sell. The com- 
panies make available a variety of 
coverages which are adapted to the 
needs of our clients and we proceed 
to place the coverage with the com- 
panies of our choice. 

“However, when the loss ratio turns 
bad we must live through the threats 
of the companies’ tightening market 
and even complete lack of market. 
This is the part that rings a bell in 
my memory. This is the thunderhead 
on the horizon.” 

The cost of this package is adver- 
tied as less than the same _ basic 
perils would cost on individual poli- 
cies, he continued. This saving, it is 
argued, is effected by using only one 
policy. Actually, if the risk is properly 
surveyed, inspected, rated and under- 
written, the only saving seems to be 
in the typing. Moreover many perils 
that insured cannot buy at any price 
are included for a blanket all other 
perils charge. This charge has no 
basis in experience and is, in fact, a 
guess. It could have been right, but it 
has been horribly inadequate. 





Public Is Claim Conscious 


The public has been made extreme- 
ly claim conscious during the past 
three years, and this type of contract 
will only fan the fire, Mr. Mezey de- 
clared. The combined loss and ex- 
pense ratios for stock companies under 
commercial multiple peril policies 
Was 117.5 in 1956 and a handsome 
129.3 in 1957. 

“With this kind of a record in such 
a short time, how can companies ad- 
Vise producers to sell this contract? 

d how can we sell it when we 
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have already been through the mill 
with the PPF and homeowners C?” 
Mr. Mezey asked. 

All risk insurance is a luxury—not 
a necessity, he went on. For those 
who require this type of protection, 
and can afford it, the industry should 
develop specialized coverages. Insur- 
ance is a solid system and for hun- 
dreds of years has stood the test by 
paying valid claims, he pointed out. 
He has no fear that it will not con- 
tinue to do so and he is not crying 
doom. He is trying to emphasize that 
this is not the time for another trial 
balloon. This is the time for thought- 
ful evaluation of current problems 
and the careful development of cov- 
erages which will protect the public. 
This protection should be provided in 
a way that will avoid periodic re- 
trenchments and agonizing re-ap- 
praisals. Mr. Mezey concluded by ask- 
ing the producers for cooperation in 
demanding that the all risk cancer 
be removed. This challenge came 
from within the industry and should 
be met in the same way. Agents and 
brokers can and should take the lead, 
in Mr. Mezey’s opinion. 


State Farm Decentralizes 
Southern Cal. Office 


The Southern California office at 
Santa Ana has been designated an au- 
tonomous regional office by State 
Farm Mutual under the company’s 
decentralized management program. 
This will be the fourth of the com- 
pany’s 15 regional offices operating 
under this system. 

Max White, executive assistant state 
director, will become regional vice- 
president, and Charles Q. Cox, cur- 
rently heading the Santa Ana office 
as resident vice-president, will become 
deputy regional vice-president. Mr. 
White joined State Farm in 1946 and 
has held his present post since 1954. 
Mr. Cox started with State Farm in 
1940 as a claim adjuster and became 
resident vice-president at Santa Ana 
in 1955. 

Zurich has appointed Stanley W. 
Bridgman as superintendent of claims 
at Kansas City. Mr. Bridgman was 
formerly for six years with Ocean 
Accident & Guarantee as a claims 
attorney. 
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The devices exhibited here are representative of some of the 


insurance services offered by our Companies. You will find them 
from time to time in our special forms of protection as well as 


on the sales material which our agents use to help sell them. 
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Record 830 Turnout For Ohio Annual 





Panel Sifts Direct Writer Inroads 


In Automobile, Debates Remedy 


Cutting Agent’s Commission 
Would Create, Not 
Solve Problems: Wilkoff 


Reducing the agent’s share of the 
premium dollar would not cure the 
lack of profit troubles the companies 
have been having but rather would 
create more problems for all parties, 
Ralph Wilkoff, Youngstown, declared 
at the company officials luncheon the 
first day. Mr. Wilkoff represented the 
agents’ side in the panel discussion 
on problems in automobile insurance. 


Agent Has Many Costly Facets 


Itemizing what the agent does with 
his portion of the premium dollar, 
Mr. Wilkoff said he must be a con- 
sultant and adviser, salesman, credit 
man, collector, service department, 
public relations and advertising ex- 
pert all in one, and all at no cost to 
the company beyond the commission 
he receives. Personal service, he said, 
today emerges as the most important 
difference which distinguishes the 
American agency system brand of in- 
surance from the over-the-counter 
variety. All these functions he enum- 
erated must be performed whether 
by an American agency system com- 
pany or a direct writer company. 
These functions and _ services cost 
money and the cost comes out of the 
premium dollar. “We, the independent 
agents maintain that the portion of 
the premium reserved to the agent 
in the present rate formula is not ex- 
cessive and does not, if adhered to, 
cause the bureau companies total 
cost factor to be out of line with that 
of other types of companies.” 

Mr. Wilkoff produced mimeo- 
graphed excerpts from THE NATIONAL 
UNDERWRITER showing 1957 automobile 
BI results for all companies licensed 

(CONTINUED ON PAGE 33) 


Must Develop Long Range 
Plan Before Direct Writers 
Take Everything: Harris 


Direct writers will ultimately latch 
on to most of automobile business un- 
less the agency 
companies present 
a united front sup- 
ported by a sound, 
long range strate- 
gic plan, John F. 
Harris, vice-presi- 
dent of Travelers, 
warned members 
of the Ohio asso- 
ciation. Mr. Harris, 
who was one of 
the company mem- 
bers of the panel 
discussing automo- 
bile insurance problems, said that it 
would be ridiculous to suppose that 
having cornered the automobile mar- 
ket, direct writers would be satisfied 
to not similarly attack other lines. 

“. . . It is my position that if the 
agent organizations and the stock 
agency companies can come to an 
agreement on exactly what our long 
term objectives are, then and only 
then, will it be possible through rea- 
son, compromise and intelligent dis- 
cussion to come to an agreement on 
the best method of implementing 
these objectives. Unless we can come 
to such an agreement, we cannot pos- 
sibly hope to correct the competitive 
situation in the automobile field 
which will inevitably spread through 
the entire insurance industry.” } 

Mr. Harris said surveys have all 
indicated that the big reason for the 
success of direct writers is that their 
price differential has been more at- 
tractive to many people than the 
sesvice the agents have rendered for 

(CONTINUED ON PAGE 33) 


John F. Harris 





90% Of Problems 
Due To Unrealistic 
Rating: Hartson 


Ninety percent of the problems 
plaguing the independent agent and 
his company can 
be attributed to 
unrealistic rates, 
according to Maur- 
ice J. Hartson Jr., 
New Orleans, ex- 
ecutive committee 
member of Nation- 
al Assn. of Insur- 
ance Agents, who 
spoke at the open- 
ing session of the 
general program. 

Mr. Hartson, Mens 
who directed his 
talk at reestablishing receptive mar- 
kets, said the agent could not justly 
be accused of lacking salesmanship. 
He said that at present the agents are 
producing much more business than 
their companies want, and that they 
sometimes were spending more time 
in placing the business than they were 
in producing it. 

(CONTINUED ON PAGE 36) 
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Columbus Meeting 
Attracts One-Third 
More Than Year Ago 


Elect Steiner President; 
Explore Many Angles To 
Overtake Direct Writers 


By RICHARD G. EBEL 


A good many angles—rate revision 
being one frequently mentioned—for 
damning the deviators and overtaking 
the direct writers were explored by a 
record turnout which reached 830 by 
the time Ohio Assn. of Insurance 
Agents struck the wigwam last week 
at their annual convention at Colum- 
bus. The registration, more than a 
third higher than last year’s previous 
peak, was attracted largely by the 
stellar program for which no little 
credit goes to Douglas N. Avery, who 
made his convention debut as execu- 
tive secretary of the Ohio association. 

Meeting in the state capital, a buzz- 
ing beehive with Nov. 4 coming up, 
the Ohio agents turned to electioneer- 





State officials 
pictured here with 
John W. Hemphill, 
outgoing president 
of the Ohio asso- 
ciation, before the 
meeting at Colum- 
bus got under way 
are, from the left: 
Commissioner Ar- 
thur I. Vorys: 


Kiehner Johnson, 
deputy commis- 
sioner; Gov. C. 
William O'Neill, 


and Mr. Hemphill. 
Gov. O’Neill was 
on one of the 


plaque by the association. 
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luncheon programs and Commissioner Vorys was awarded a public service 
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CINCINNATI 25, OHIO 

















32 


ing somewhat less spectacular than 
the right-to-work proposition and 
voted in Ivan Steiner Jr. of Wooster 


as their CinC, replacing John W. 
Hemphill, Painesville. Also elected 
were Ralph L. Grimes, Middletown, 


vice-president; Robert M. Bell, Spring- 
field, treasurer and Fred H. Johnson, 
Columbus, reelected state national 
director. Four new trustees were 
named: Karl Dakin, Lebanon; Dwight 
Rutherford, Athens; Robert Seiter, 
Xenia; and Paul Whitbeck, Cleveland. 

What developed into probably the 


OHIO AGENTS CONVENTION 


feature of the whole show was the 
exchange of views on automobile prob- 
lems by a panel consisting of three 
company vice-presidents—D. H. Burr, 
Aetna Casualty, John F. Harris, Trav- 
elers, and A. J. Weckerle, Great 
American—James R. McWilliams, Na- 
tional Bureau, and Ralph M. Wilkoff, 
Youngstown agent, who championed 
the home team’s cause. The quintet 
held a truly panel discussion rather 
than the usual format of a group 
lecture with a couple questions from 
listeners tossed in at the end, and the 
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panelists—mainly the company men 
—were subjected to sharp but dignified 
cross examination by agents whose 
questions often came loaded in two 
parts—one calculated to draw the 
respondent out on a limb, and the 
other to chop him down. 


Prescribe Cooperation As Remedy 


All panelists agreed that cooperation 
among agents and companies and a 
united front were necessary to bring 
the agency system out of the doldrums, 
predicting an unattractive “or else.” 
Mr. Harris declared that the tide of 
direct writers’ selection against stock 
companies must be reversed. “We 
can’t always write the cream of the 
business, but we should stop writing 
the sour milk,” he said. He urged a 
long range program to this end and 
listed a number of objectives necessary 
to (1) bring the loss cost closer to that 
of the direct writers, and (2) to bring 
the portion of the premium dollar 
charged for expenses closer to the 
expense ratio of the direct writers. 

Mr. McWilliams stressed that “time 
is of vital importance, and if anything 
is to be done about this, it should be 
initiated without undue delay.” 
Estlick Is Speaker 


The convention program opened 
with a Farm Writing Agents’ break- 
fast Monday. The speaker at this 
session, Robert B. Estlick, Columbia 
City, Ind., president of the Indiana 
association, noted the farm business 
as an important source of income, 
especially in a state like Ohio, and 
urged agents to get with it and devote 
more attention to this area of business. 
The farm committee performed a well- 
received skit scripted by Brice Hend- 
rixson to explain what every agent 


should know about comprehensive 
farm liability. Harold Roos was nar- 
rator of the _ presentation which 


brought out a number of little-known 
facts on this line. 
Markets A Necessity 

The necessity of re-establishing 
receptive markets was discussed by 
Maurice J. Hartson Jr., New Orleans, 
member of the NAIA executive com- 
mittee. He noted the difficulty agents 
experience in placing their business 
because companies are shunning so 
much of it. He attributed this to an 
inadequate rating system which in- 
vited deviators to price their product 
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20 to 25% lower and grab the bulk 
this business. 

The new homeowners policies, dis. 
cussion of which has become an inte. 
gral part of convention programs 
throughout the country this fall, were 
covered and interpreted by William 
Venable, U.S.F.&G. An _ inspirationa 
and humorous talk was provided by 
Kenneth McFarland, educational cop. 
sultant of General Motors Corp. ang 
American Trucking Assn., whose re. 
marks could be applied to the insyr. 
ance business. Mr. McFarland told his 
listeners that today, with money being 
tight, the business was again being 
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run by the rule book wherein the 
customer calls all the signals. 

Prof. John S. Bickley of Ohio State 
University was optimistic about the 
independent agent’s future, provided 
he is elastic enough to recognize 
marketing trends and to adapt himself 
to them. Mr. Bickley’s comments were 
made at the Young Agents’ breakfast 
the second day of the meeting. 

The 1959 advertising program of 
NAIA was explained by John ¢. 
Glandon, chairman of the association’s 
national ad campaign. He accompanied 
his talk with presentation of a movie 
prepared by Doremus & Co. 

Agents were advised to make a 
better public relations effort by Paul 
H. Jones, Tucson, newly elected vice- 
president of NAIA. He told his listen- 
ers to make sure they get their mes- 
sage across to their clients, the public, 
the press and even the most minor 
clerk in their office staffs. 


Gov. O’Neill Speaks At Luncheon 


A number of state officials took the 
short trip from the state house to the 
Deshler Hilton Hotel across the street 
to “attend the legislative luncheon. 
Luncheon speaker was Gov. C. Wil- 
liam O’Neill who saluted the Ohio 
association for calling attention to 
violations of the insurance code and 
for promulgating ethical practices. At 
the close of the luncheon Gov. O’Neill 
and Commissioner Arthur I. Vorys 
were presented with plaques for public 
service. Also honored were J. Frank 
McClure who is retiring from the 
general assembly after many years of 
promoting favorable insurance legis- 
lation, and Edward Wallace, also a 
member of the house. The Paul Revere 
trophy for 1958-59 was awarded to 
Ralph M. Wilkoff, Youngstown, cas- 
ualty liaison committee chairman. 

Following the annual banquet, 
members digested their meals during 
the entertainment provided by Buck- 
eye Union Casualty—a floor show 
featuring the nimble metacarpals of 
pianist Roger Williams, TV and re- 
cording star. 


Ohio Farmers Gives 


Daily Convention News 


Quick on-the-spot coverage of the 
Ohio Assn. of Insurance Agents al- 
nual meeting was provided by Ohio 
Farmers, which distributed a con- 
vention newspaper in two editions. 
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BICKLEY OPTIMISTIC 


Future Bright For 
Agent Adaptable 
To Market Trends 


The traditional Young Agents 
Breakfast was addressed by Prof. John 
§. Bickley of Ohio State University. 
The session, presided over by Gene W. 
Wollam, Courtland, had an overflow 
crowd of more than 75, many of whom 
did not appear to be in the “young” 


group. 
Sees Bright Future For Independent 





Speaking on “The Anatomy of To- 
morrow’s Agent,” Mr. Bickley was 
optimistic about the independent 
agent’s future provided he is elastic 
enough to recognize marketing trends 
and to adapt himself to them. He 
frankly offered little hope for the 
automobile insurance business as a 
source of profit for anyone, including 
the producer. It is on a price basis, 
and public opinion surveys show 
clearly that automobile owners are 
(1) much more conscious of price 
differentials than previously, (2) 
much more concerned about the insur- 
ance company and consequently less 
willing to let the agent pick the in- 
surer than in the past. But, in Mr. 
Bickley’s opinion, the need and 
demand for professional insurance 
service in connection with business 
risks is growing, rather than diminish- 
ing. Mr. Bickley said he simply cannot 
buy the predictions of mass marketing, 
“captive agent” insurers that they can 
and eventually will take over com- 
mercial insurance. That type of busi- 
ness, in Mr. Bickley’s opinion, de- 
mands service of a caliber far beyond 
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what “captive agents” can render. 
Consequently, he urged his audience 
to make themselves competent to 
render it. 


Among the trends in modern mer- 
chandising which Mr. Bickley men- 
tioned as those which tomorrow’s 
agent should recognize and adapt to 
his own advantage were diversifica- 
tion, advertising tie-ups with a na- 
tionally known brand or trademark, 
location of business in a decentralized 
shopping center, installment buying, 
research, product design—which he 
interpreted as foreshadowing package 
policies not dreamed of today—service 
to customers and group buying. On 
the matter of group buying, he said 
that, while, at the moment the laws 
of most states prohibit much activity 
of this type in the fire and casualty 
field, laws can be altered or repealed 
and it is significant that in recent 
years, group life insurance has grown 
from 20% to 50% of the life market, 
despite the opposition of organized 
life agents, and today the average 
group policy is larger than the average 
individual policy. On diversification, 
Mr. Bickley predicted that eventually 
the restrictive laws of some states will 
be amended and that, sooner or later, 
industrial life insurance agents will 
write a lot of personal property and 
liability business. 


Republic Indemnity 
Is Breakfast Host 


Many agents and company men 
were guests of Republic Indemnity 
at a breakfast the second morning. 
The bacon and eggs were served in 
the Sky Room of the Deshler Hilton 
Hotel, about 18 stories above the 
city. 


Harris Urges Sound, 


Long Range Planning 
(CONTINUED FROM PAGE 31) 

this differential. If we can accept that 
premise, he said, it becomes obvious 
that there are only two ways to re- 
duce the differential and regain this 
business: (1) By bringing the loss 
cost closer to that of the direct writ- 
ers, and/or (2) by bringing the por- 
tion of the premium dollar charged 
by stock agency companies for ex- 
penses closer to the expense ratio of 
the direct writers. 

Those objectives necessary to re- 
duce the loss cost factor, Mr. Harris 
suggested, are: Cooperate to mini- 
mize selection against agency com- 
panies by direct writers; cooperate 
in rating and classifying business in 
such a way as to prevent selection 
against agency companies; eliminate 
flat cancellations; decide whether the 
coverages desired should be broader 
than, the same as, or less than that 
provided by direct writers; agree on 
some form of merit rating which has 
tremendous popular appeal and 
should reduce selection against agen- 
cy companies and facilitate state ap- 
proval to adequate rate levels. 

As a means of trimming expenses, 
Mr. Harris recommended reducing the 
cost of distribution. He said an agree- 
ment should be reached as to which 
operation should be done by the agent 
and which by the companies. “On 
this point I cannot avoid the com- 
ment that I believe we should agree 
that each operation should be done 
by whichever can do it more eco- 
nomically and efficiently.” He also 
said a type of policy issuance and 
premium collection permitting less 


handling without the waste of flat 
careellation should be agreed upon. 
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Says Commission Cuts 
Won't Solve Problems 


(CONTINUED FROM PAGE 31) 
in New York state. These figures 
showed the average total expense 
factor of three major bureau com- 
panies to be 3% less than the aver- 
age of the three major direct writers, 
but the average loss ratio of the 
same three bureau companies is 
10.4% lower than the average loss 
ratio of the same three direct writers. 


Expense Factor Not Real Cause 

“It seems obvious that except for 
some extreme cases, the total expense 
factor is not the real cause of the 
bureau companies’ troubles—it is the 
loss ratio. Reducing the production 
cost, and thereby the total cost factor 
by 5%, will not take a single bufeau 
company out of the red nor have any 
effect on the loss ratio—therefore, it 
is not conceivable that the bureau 
rates will be reduced,” Mr. Wilkoff 
declared. The only apparent result of 
the contemplated reduction of one- 
fifth of the production factor would 
be to stave off a little longer the final 
day of reckoning for some poorly 
managed companies, he remarked. 
Mistreating Family Members? 


Mr. Wilkoff said that the bureau 
had promised that the matter would 
be discussed with state agents’ asso- 
ciations before new filings are made. 
“We are thus placed in the position 
of a prisoner in an old-time wild 
west kangaroo court, whose judge 
announced to the assembled populace: 
‘We will give this prisoner a fair trial, 
and then hang him.’ The companies 
have told us that we are all members 
of the same family. If so, this is a 
strange way to deal with members 
of the family,” he charged. 


= 





The Buckeye Union Group 
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_Auatsan Agency System 


The Buckeye Union Casualty Company 


The Buckeye Union Fire Insurance Company 


The Mayflower Insurance Company 
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Photos Of Personalities At WUA Meeting 
By Lloyd W. Brown Of Loyalty Group 


The new officers 
of Western Under- 
writers  Assn.: 
Rush W. Carter, 
Aetna Fire, presi- 
dent; Herman P. 
Winter, America 
Fore Loyalty 
group, vice-presi- 
dent, and C. E. 
Dox, London & 
Lancashire,  vice- 
president. 





At the WUA meeting—Mrs. C. L. 
Zook and Chester L. Zook, vice-presi- 
dent of National Fire at Chicago. 





WUA “staff on hand at White Sul- 


phur Springs: K. S. Ogilvie, assistant 
manager; E. H. Born, manager, and 
Walter G. Dithmer, assistant manager. 











Group of past 
presidents of 
WUA: E. H. Fork- 
el, president of 
National Fire; 
Leonard Peterson, 
retired executive 
vice-president of 
Home; E. A. Henne, 
retired vice-presi- 
dent of America 
Fore, and P. S. 
Beebe, western 
manager of Hart- 
ford Fire. 


Mass. Bonding Raises 


Guinan And Morgan 


Massachusetts Bonding has_ ap- 
pointed Richard C. Guinan and Harry 
N. Morgan assistant managers at 
Dallas. Mr. Guinan joined the com- 
pany at New York in 1945 and went 
to Dallas as superintendent of casualty 
lines in 1951. Mr. Morgan has been 
superintendent of the fidelity and 
surety department at St. Louis since 
1951. 


Royal-Globe Raises Two 


Royal-Globe has appointed William 
J. Richardson casualty manager at 
Buffalo. With the group 22 years, he 
has been superintendent of the metro- 
politan automobile department. 

William R. Jackson will succeed Mr. 
Richardson. Mr. Jackson joined the 
group in 1948 and has been in the 
casualty underwriting department. 


Idaho Surplus Lines Assn. 
Holds Sun Valley Meeting 


Jess Swan and James W. Perry, both 
of Boise, have been reelected chair- 
man and secretary, respectively, of 
Surplus Lines Assn. of Idaho at the an- 
nual meeting in Sun Valley recently. 

Commissioner O’Connell reported 
that of 47 licensed surplus line bro- 
kers in Idaho only three have not ac- 
cepted his invitation to cooperate in 
submitting surplus line writings to the 
stamping office. Further action is 
planned to insure complete coopera- 
tion. 

The stamping office reported 486 
submissions through August. 






M. M. Brandon, vice-president of 
Underwriters Laboratories, and C. R. 
Welborn, WUA president, on hand at 
the WUA convention. 


Fe 


President James F. Crafts of Fireman’s Fund at the WUA meeting with 
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Mrs. H. A. Clark and Herbert A, 
Clark, vice-president in the western 
department of Loyalty group at the 
WUA meeting. 


a 


Mrs. Crafts, Mrs. E. D. Lawson, and E. D. Lawson, vice-president and western 


manager of the Fund companies. 


N ebraskans Ask For 
Stricter Traffic Laws 


Nebraskans want stronger controls 
over their drivers, according to the 
results of a public opinion poll on 
traffic safety announced at the annual 
convention of Nebraska Assn. of In- 
surance Agents at Lincoln. The poll 
showed that the majority of Nebras- 
kans want (1) re-examination of 
drivers’ licensees, (2) a larger highway 
safety patrol, (3) periodic vehicle 
inspection, and (4) subsidized driver 
education. 

The majority answering the poll 
also indicated that they want to drive 
under the new speed limits of 65 
during the day and 55 at night, in 
spite of the increased traffic death 
rate in Nebraska during the first nine 
and one-half months of 1958 and the 
fact that neighboring states enjoyed a 
decrease in deaths during the same 
period. 

The Nebraska association will spon- 
sor legislation during the 1959 session 
of the Nebraska unicameral legislature 
designed to secure new laws in 
accordance with the results of the 
survey. 


Nev. Agent, Surplus Line 


Assns. To Separate 


Nevada Assn. of Insurance Agents 
has voted to separate the operation of 
Nevada Surplus Line Assn. from the 
agents’ association as of Jan. 1. 

The action was suggested as a 
necessity by Commissioner Paul Ham- 
mel who had advised the organization 
that the dual service should not con- 
tinue. 





Accident Facts Mislead 
Says Aetna Cas. V-P 


Guy E. Mann, vice-president of 
Aetna Casualty, speaking at the an- 
nual conference of International Assn. 
of Chiefs of Police, pointed to mis- 
leading uses of statistical information 
as one of the prime reasons for public 
apathy toward the catastrophic high- 
way toll. For this reason, he pointed 
out, businessmen, who should be the 
most ardent supporters of traffic safe- 
ty, often are complacent. 

In 1957 traffic accidents cost $7.25 
billion, which was more than half the 
cost of all new cars sold that year. 
When businessmen fully realize how 
badly business is hurt by the econom- 
ic waste of traffic accidents, they will 
be leaders of public support to bring 
this under control, Mr. Mann stated. 

The discrepancy in _ statistics is 
made evident in the fact that for 1957 
the National Safety Council estimated 
some 1,400,000 persons were injured 
by motor vehicles in the U. S., insur- 
ance companies estimated the number 
at 2.5 million, and the U. S. Public 
Health Service estimated it at 4.5 
million, Mr. Mann said. 

The public cannot be made fully 
aware of the accident problem, he 
concluded, until, in every state, an 
accurate, complete and, insofar as 
possible, uniform traffic accident re- 
porting system is developed. 


G. T. Riggin, director of the bureau 
of safety responsibility of the Virginia 
division of motor vehicles, spoke 
on the uninsured motorist law at the 
Oct. 28 meeting of Richmond Assn. of 
Insurance Agents. 
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America Fore School 
Has 27 Graduates 


At graduation exercises for the 
America Fore school of insurance, 27 
students from 15 states and Quebec 
received certificates of merit from J. 
Victor Herd, chairman and president 
of the group. 

First place prize for class standing 
went to Maurice W. Vandeputte of 
Faribault. Minn. Second and third 
place prizes were won by John B. 
Nisbet Jr., Jacksonville, Ala., and 
Robert P. Sanders of Fayette, Ala. 


Insurance Teachers Set 
Annual Meeting Date 


Sessions on the problems of insur- 
ance curriculum and its place in the 
pusiness education and economics 
programs of colleges and universities; 
insurance taxation, with emphasis on 
federal taxation of life insurance; and 
a review of trends in all lines have 
been scheduled in the preliminary 
program of the annual meeting of the 
American Assn. of University Teach- 
ers of Insurance in Chicago, Dec. 
28-29. 

Presiding at the Sunday session 
opening at 10 a.m. will be Robert A. 
Hedges, University of Illinois, and 
Dan Magill, University of Pennsyl- 
vania will preside at the luncheon. 
The afternoon session that day will be 
directed by Harold C. Krogh, Univer- 
sity of Kansas. 


Schwentker Heads Session 


The Monday morning session will 
be headed by Frank Schwentker, 
University of North Carolina, with 
Dean William Beadles, Illinois Wes- 
leyan, president of the association, 
presiding at luncheon. Monday after- 
noon will be devoted to the annual 
business session and election of offi- 
cers, 

Featured on the luncheon program 
will be the announcement of the 1958 
recipient of the Elizur Wright award, 
given annually for a publication con- 
sidered to be an outstanding original 
contribution to the literature of insur- 
ance. The Wright honor for which the 
award committee made no recommen- 
dation last year, will carry a $500 
honorarium this year. 

J. E. Hedges of Indiana University 
is in charge of the meeting program. 


William H. Crandall, St. Louis man- 
ager of Aetna Fire, discussed “A 
Worm’s-Eye View of the Buyer-Agen- 
ty Relationship” at the October meet- 
ing of the St. Louis Insured Members 
Conference of Associated Industries 
of Missouri. 
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Lydon Retires As A&S 


Commercial Union Head 


John F. Lydon, A&S manager of 
Commercial Union, is retiring Dec. 31. 
Arthur Hoffman, assistant manager, 
will succeed him. 

Mr. Lydon joined the company in 
1909 and has been A&S manager for 
35 years. He was chairman for two 
terms of the old Bureau of A&H 
Underwriters and chairman of _ its 
occupational and nominating commit- 
tees. He has also been chairman and 
is presently a member of the New 
York advisory board for agents A&H 
examinations and was a charter mem- 
ber and president of A&H Club of 
New York. 

Mr. Hoffman joined the company 
in 1951 in the A&S department of the 
Pacific branch. He later became super- 
intendent and in 1954 went to New 
York as assistant A&S manager. 

Mr. Lydon was honored by company 
executives and other associates at a 
retirement dinner at the New York 
Athletic Club at which H. W. Miller, 
general U. S. attorney of the group, 
was host. 


$1 Million In Unclaimed 


Premiums For Mo. Schools 


A three-judge Federal court sitting 
at Kansas City recently directed that 
nearly $1 million in unclaimed fire 
insurance premium refunds growing 
out of the rejected O’Malley compro- 
mise of May, 1935, in the litigation 
with 137 stock fire insurance compan- 
ies be turned over to the state of 
Missouri for its escheat fund. It will 
be distributed to the public school 
districts of the state. 

In the repudiated compromise the 
former superintendent of insurance, 
Emmett O’Malley, had agreed on an 
80-20 split of the impounded prem- 
iums, the companies to get four times 
as much as the policyholders. How- 
ever, later, when the courts set aside 
this agreement, it was directed that 
all of the $10 million of impounde 
funds should be restored to the policy- 
holders. Since the litigation had been 
carried through a number of years, it 
was difficult to find all of the persons 
entitled to the refund. At the final 
hearing before the federal court it was 
revealed that $889,227 in refunds 
remained unclaimed. These funds with 
accumulated interest now total 
$991,802. 


All American L. & C. of Chicago is 
now licensed for A&S and life in 
Louisiana, bringing the total states 
entered to 31. 


CRASH BOOK 


MOTOR’S 





SERVICE 


SPEEDS ESTIMATING TIME. Estimates 
can be made or checked faster with 
Motor’s easy-to-read, easy-to-use 
CRASH BOOK SERVICE MANUAL than 
with any other pricing system. 





FREQUENT, PROMPT, UP-TO-DATE RE- 
VISION SERVICE on parts prices and 
flat rates make for more accurate, on- 
the-spot appraisals. 








MAKES PARTS IDENTIFICATION EASY. 
Supplies the greatest available num- 
ber of parts pictures, frame dimen- 
sions and major assemblies . . . plus 
complete information for identifying 
car models and body styles. 








all the information 
you need to make fast, 
accurate, appraisals of 


auto collision damage. 


, MOTOR's 


250 West 55th Street, New York 19, New York 
PUBLISHED BY THE HEARST CORP. 
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Says Most Problems Due To Unrealistic Rates 
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(CONTINUED FROM PAGE 31) 


“Today we find large segments of 
our business going to deviators be- 
cause our price is 20 to 25% higher. 
Our past rating methods. created 
competition and invited it to get into 
the field. Today we see entire classes 
of business being refused by our com- 
pany because of lack of adequate 
rates,” he said. 

“Give thought to this—90% of all 
troubles are due to unrealistic rates, 
rates which are unrealistic because 
of redundancy which permits drastic 
deviation, rates which are unrealistic 
because inadequacy of premium 
makes it impossible for our companies 
to write this business at a_ profit. 
Give thought to this—90% of all our 
problems with the agency companies 
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and their agents would disappear if 
we could find methods by which ac- 
curate and realistic rates can be 
produced.” 


Asks Long Range Research 


Mr. Hartson called for long range 
research, but said that it is necessary 
to find most of the answers now if 
the agents are to remain competitive. 
He said it didn’t require any research 
to know that wherever the deviating 
company is most active there is a re- 
dundancy in rates, that it requires a 
no research to know that there is some- 
thing wrong with rating of classes 
which companies accept only as ac- 
commodation or won’t write at all. 

He cited the dwelling class as an 
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example in which these faulty rates 
exist. In most states there is a flat 
rate for all dwellings with the same 
basic construction and under the same 
protection although loss ratios vary 
greatly depending upon age and value 
of the building, amount of coverage 
and number of occupants. The rea- 
son for such a rating method, he said, 
is that the agents asked for it to sim- 
plify their office operations, and the 
companies were happy to comply 
since they considered individual rat- 
ing far too expensive. “This,” he 
said, “is truly a deviator’s paradise.” 
Direct writers won’t accept any dwell- 
ings where the amount of coverage 
is less than $5,000. A survey of this 
class of business in Texas has re- 
vealed a 116% loss ratio. Considering 
that the average premium on this 
class is less than $20, the agent 
doesn’t even get his expense dollars 
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816 Erleside Po 14, Ohio 


WATIONAL 
ASSOCIATION 
INDEPENDENT 
INSURANCE 
ADJUSTERS 


pt. Branch: 

820 Peoples wa Bank Bidg. 
Tel. GL 2-7674 

Elyria Branch: 313 Elyria Block 











OKLAHOMA 





C. R. WACKENHUTH AND SON 


ADJUSTERS FOR THE 
COMPANIES—ALL LINES 
301 Mid-Continent Bidg. 
Tulsa, Oklahoma 


Phones LU 2-5460 
GI 7-3850 














H. BRUCE WELCH & ASSOC. 
Multiple Line os and investigators 
So. West 29th 
Oklahoma City 9, Oklahoma 
MElrose 4-1408-09-00 


. M. Cc » Fire nager 
Bil reuneak & Jess Horn, Casualty Adjusters 
Servicing a 200 mile radius. 








UTAH-IDAHO 












11244 9 ht UTAH-IDAHO 
INSURANCE ADJUSTERS 


Se. Main—Salt Lake City, Utah 
515 Eccles Bldg.—Ogden, U' 

Ist Security Bank Bldg. —Idaho = Idahe 
258 Broadway—Pocatelle, I 

121 - 2nd Ave. East—Twin Falls, Idaho 








TORONTO-CANADA 





LIVINGSTONE 
ADJUSTMENT SERVICE 
619 £. Capitel Ave., Springfield, Illinoi 
Brench Offices: Sento + Mattoon : 
Mt. Vernon - Belleville - Quincy 
Contre! ond 


Cavering Seuthern IIlinois 
All Lines of Fire & Casualty 








THOMAS D. GEMERCHAK 
Insurance Adjusters 
All Lines 
416 Citizens Bidg., Cleveland 14, Ohio 
Phones Off. Su. 1-2666 - Res. Fa. 1-9442 











ADAMSON, LTD. 


Established 1894 


Phone: 3-6223 
9 Wellington St., one noire 
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and the company expense is so 
that little, if any, premium is left fy 
pay losses. 

The dwelling class, as a whole 
however, has been profitable, Mt. 
Hartson declared, the profit co 
from the new $10,000 to $20,00) 
dwellings built to FHA specifications 
He asked his listeners how much ¢& 
this business they were getting ay 
how much they expected to get # 
Allstate files deviations for 50 
66% on the dwelling class. 


Dwelling Class Brings Profit 


Allstate has found that Nation 
Board credits are not accurate, ly 
declared, and they make their greg. 
est deviation on the “unprotected 
dwelling which is just outside of tow 
protection, but within three miles gy 
a fire house. They have discoverg 
that water is used in less than 109 
of residential fires and that extip. 
guishing chemicals are much leg 
destructive than water. National 
Board compiles only statistics on the 
basis of “protected” or “unprotected” 
and there are no credible statistig 
to justify any percentage of credit 
based upon the town ratings 1 to 10 
he declared. 

Mr. Hartson said there is available 
a tremendous volume of busines 
which would be quite acceptable if 
the rates were right. To get these 
rates, full and accurate -information 
is needed and it is up to the agent 
to supply this. It is also up to the 
agent to help secure approval of 
these rates by educating the public 
as to the reasons for the changes. 

Touching briefly on commissions 
Mr. Hartson noted that the five larg. 
est direct writers and the five largest 
agency companies writing automobile 
have an average expense factor of 
40%. Conceding that the direct writer 
deviating 20% can operate for less, 
he said that there is a dollar differ- 
ence in expense of only 8%—not 
enough to support a 20% deviation. 
“If through realistic rating we can 
make the loss-portion of the dollar the 
same for both operations, there is no 
need to reduce commissions since 
agents can usually sell a_ superior 
product and a superior service when 
the difference in cost is 10% or less. 
However, there is much danger in 
commission cuts since this may dis- 
courage the younger generation from 
entering the agency ranks.” 


37 Companies Maintain 
Hospitality Suites 


Hospitality was not lacking at the 
Ohio agents’ meeting with 37 com- 
panies maintaining headquarters, bet- 
ter than two for each of the Deshler 
Hilton Hotel’s 18 floors, although one 
company, General Accident, had a 
suite at the nearby Neil House. 


Those companies which _ invited 
agents to partake in conviviality 
were: Aetna Casualty, American, 


American States, Atlas, Buckeye Un- 
ion, Chubb & Son, Cincinnati Ins. 
Co., Corroon & Reynolds, Crum & 
Forster, Employers group, Fidelity & 
Deposit, Fireman’s Fund, General Ac- 
cident, Globe Mutual, Great Ameri- 
can, Hartford Accident, Home, and 
London & Lancashire. 

Also, Midwestern Indemnity, New 
York Underwriters, Northern of New 
York, Ohio Casualty, Ohio Farmets, 
Ohio Security, Pacific National, Pacific 
of New York, Progressive Casualty, 
Royal-Globe, Selective, Standard Ac- 
cident, Travelers, Trinity Univ 
U.S.F.&G., Virginia Surety, Western 
Casualty, Wolverine, and Zurich. 
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FieNATIONAL UNDERWRITER 


Okla. Auto Rate Disapproval Unappealed 


(CONTINUED FROM PAGE 1) 


of the board. He voted against the 
filings because he thought it contrary 
to the state’s rating laws for the 
poard to “direct” such a reduction in 
the production cost. 

Mr. Ballinger added that since the 
poard approved a substantial increase 
in rates Sept. 28, 1957, “sufficient 
money can now apparently be made 
available from present premium in- 
come for payment of losses by belt 
tightening and commission reduction 
by company and agent action.” 

Louis V. Woodruff voted for the fil- 

ings on the theory that they did not 
attempt to set agency commission. 
Commissioner Joe B. Hunt voted 
against the filings in part because 
they would have tended “to restrain, 
restrict and abridge the freedom of 
contract between the insurer and the 
ent.” 
The dual purpose of the filings, to 
meet rising claim costs and to keep 
the rate closer to that of competitors, 
was strongly urged by S. Alexander 
Bell, Chicago CPA, who was retained 
by the board to analyze the fiilngs. In 
his report he pointed out that with a 
2% commission rate provision, BI 
and PDL rates for private passenger 
cars would increase 3.4%, for com- 
mercial cars decrease 7.4%, for dis- 
position one garages increase 6%, and 
for PHD increase less than 1%. With 
125% commission provision, the cor- 
responding increases would be 12.2%, 
no change, 12.8%, and 8.6%. 

Pointing to the spectacular growth 
of direct writers in the private pas- 
senger field, Mr. Bell noted that their 
15% to 20% discount from bureau 
rates did not come from a reduction 
in indemnities, since their policies 
prove approximately the same indem- 
nities as bureau companies, but from 
reduction in acquisition and general 
operational costs. In this competition, 
his report stated, the larger part of 
their preferred business has gone to 
the direct writers because of price 
differential. This has resulted in an 
increase in loss cost for bureau com- 
panies. 

Consequently, bureau companies 
have sustained substantial underwrit- 
ing losses. While they have tried for 
several years to reduce general ex- 
penses, as reflected in their filings, 
this is the first attempt to reduce also 
the acquisition costs to as to minimize 
tate increases required and still per- 
mit the companies to operate without 
sustaining additional underwriting 
losses, 

By these means the bureaus are at- 
‘tempting to bring their rates into more 
tealistic balance with those of direct 
writers, and in this manner recapture 
some of the lost market. 

“Without going into the equities of 
the proposed reduction in commission 
allowance, which obviously will injure 
the earning capacity of many agents,” 
Mr. Bell reported, “It is necessary to 
point out that unless the bureau com- 
panies reduce the relative difference 
mn their rates with the direct writers 
they will, as brought out in the testi- 
mony at this hearing, continue to lose 
the proportion of the automobile busi- 
hess written by them out of the total 
wWailable. With it also will go a reduc- 
on in the income of the agents as 
well, who will lose business to the di- 
tect writers with consequent loss of 
100% of the commissions involved.” 

It is obvious, he stated, that rates 

are insufficient to produce a 
mall underwriting profit, or at least 





a break even point, are not proper 
rates for your approval. On the other 
hand, approval of rates which are so 
much higher than those of competitors 
would not appear to be a practical ap- 
plication of the standards of the rating 
laws to these filings, even though it 
would protect the income of the 
agents involved. Approval of exces- 
sively high rates to main existing 
commission expense provisions, which 
apparently through competitive forces 
are slated for downward adjustment, 
does not appear to fit into the defini- 
tion of proper rates. 

He concluded that the statistics jus- 
tified the increases asked, on the un- 
derwriting side. However, too great an 
increase would make the companies 
helpless in competition. He saw it as 
the duty of the board to approve the 
rate as a whole. If companies have to 
change traditional commission rates, 
that appears to be their own manage- 
ment problem rather than a part of 
rate making or rate approval. Too 
large a rate increase would lose for 
the bureau companies an increasingly 
large volume of business—and this 
probably would be the best business 
they have rather than the worst. This 
would further increase the cost of the 
indemnity element and require fur- 
ther rate increases, his report de- 
clared. 


N. Y. Underwriters 
Has Phoenix Agency 


New York Underwriters has bought 
the Long-Cleveland-Hayhurst & Co. 
general agency of Phoenix. The insur- 
er, a member of Hartford Fire group, 
has been represented in the agency 
since it was established in 1944 by 
Chester Long. All general business of 
the agency will be assumed by the 
Hartford group, the majority of which 
will be reported to the Pacific depart- 
ment of New York Underwriters, 
managed by J. R. Curran. 

Mr. Long will be manager of Ari- 
zona operations of New York Under- 
writers, assisted by his former agency 
partner, O. M. Cleveland, and Special 
Agent Bert Shepard. Mr. Long and Mr. 
Cleveland will maintain Phoenix head- 
quarters and Mr. Shepard will work 
out of Tucson. 

Mr. Long joined Mountain State 
Inspection Bureau following his grad- 
uation from Armour Institute as a 
fire prevention engineer. 

H. S. Hayhurst has joined Standard 
Accident at Phoenix. 


Textile M erger Dropped 


Textile has turned down a proposal 
to merge with Blue Ridge and will 
retain its home office at High Point, 
N. C. Textile has authorized an of- 
fering of approximately $200,000 of 
additional stock to stockholders with 
preemptive rights. A group of High 
Point business men have agreed to 
buy any remaining stock if all such 
rights are not exercised. 


Declares Extra Dividend 

Travelers has declared an extra 
dividend of 10 cents per share, payable 
Dec. 10 to holders of record Nov. 7. 

Tongue, Brooks & Co. agency of 
Baltimore has celebrated its 60th 
anniversary as a representative of 
Maryland Casualty. 


Morton White Heads 
New NAIA Committee 


National Assn. of Insurance Agents 
has appointed Morton V. V. White of 
Allentown chairman of a special com- 
mittee of federal affairs. He will act 
with Maurice Herndon, NAIA Wash- 
ington representative in keeping leg- 
islators and government departments 
informed of independent agents think- 
ing on insurance problems that arise. 
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IAC Midyear Meet Set 
For Dec. 9-10 At N. Y. 


Insurance Advertising Conference 
will hold a two day midyear meeting 
at Sheraton McAlpin Hotel, New York, 
Dec. 9-10. Former sessions were lim- 
ited to one day. 

Suburban Casualty of Wheaton has 
joined Illinois Insurance Information 
Service. 
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usual and 
unusual 
coverages 
e 
LLOYD'S 
LONDON 





175 W. JACKSON BLVD. 


FOR THE FIRST TIME... 


A MEDICAL PLAN 


FOR ASSIGNED . 
RISKS! 


A. F. Shaw & Company is now, for the first time, 
writing a medical payment plan for assigned 
risk pool automobiles .. . 4 plan with the same 
provisions as standard basic domestic medical 
payment policies! Here's a coverage with a huge 
potential .. . currently over 53,000 motorists are 
in the assigned risk pool in Illinois alone. 
Written with limits of $1,000, the annual 
premium is nominal. Get more facts about 
this important new coverage . . 


A. F. Shaw today. 


. call or write 





EXTENSIVE MARKETING FACILITIES 


* CHICAGO 4 + WABASH 2-1068 
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12, einsurance 


served with 


integrity and dignity 


GRIFFITHS, TATE LTD. 
175 W. Jackson Blvd., Chicago 4, Ill., WAbash 2-7577 


Howard A. Goetz, President 









PRITCHARD anp BAIRD 


123 William St., New York 38, N. Y. 
Phone WOrth 4-1981 
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CONSULTANTS AND INTERMEDIARIES 


"We Are What We Do” 
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Home Has New Selling Plan 
With Budget As Spearhead 


(CONTINUED FROM PAGE 2) 


or less per month. If insured budgets 
a $300 premium over 36 payments, the 
total financing cost is $23.16. 

Thico is designed to overcome ob- 
jections of individuals, businesses, and 
organizations to higher limits of pro- 
tection because of high initial outlay. 
Intensive competition for the consum- 
er dollar, already shrunken by taxes 
and inflation, makes these insured 
cost-conscious, Home officials say, and 
they tend to underinsure, or take a 
chance on getting by with fewer kinds 
of coverage than they really need. 
Thico allows customers to pay out of 
current income, thus permitting pro- 
ducers to break through initial cost 
resistance and to up-grade the amount 
of unit sales. 

Producers get full commissions at 
once under Thico. For example, the 
agent writes a homeowners policy 
with a $300 premium for three years. 
On most annual paymentplans, he 
gets a commission on only one-third 
of the three year premium at incep- 
tion. Since Thico pays the full com- 
mission on $300 immediately, the 
agent gets two-thirds more commis- 
sion dollars at the start. On larger 
premiums the agent can elect the 
method of commission payment to 
suit his particular problems. The plan 
takes over collections and frees agents 
for production. Bookkeeping overhead 
is cut way down. The agent should 
make and keep more income, the com- 
pany believes. 

Thico eliminates 


carrying insured 


for 30, 60 days, or even longer. Agency 
balances are substantially reduced. 
Agents get additional working capital 
without delay. 

The plan minimizes loss of renew- 
als and reduces flat cancellations. 
Credits developed on the expiration 
of the policies, amount to about two 
months earned premium at renewal. 
These are applied against the first re- 
newal payment. In effect, insured’s 
first regular installment of renewal is 
substantially paid for in advance. 


Effects On Agency Management 


Thico also simplifies agency opera- 
tion, Home executives point out. The 
agent prepares a single premium pay- 
ment agreement. The information 
needed to fill this out is provided in 
simple, printed tables. When the client 
buys more policies, when renewals 
come up, or when additional premi- 
ums arise, the agent simply sends a 
supplemental notice to Thico which 
makes all payment calculations and 
collects all payments from insured. 

Home also explains that Thico pro- 
vides an edge on tough, direct writ- 
er competition which stresses low 
cost. The company notes that agents 
offer quality protection, counseling 
and service, but pehaps many pros- 
pects still buy price. Under Thico the 
difference in price is greatly mini- 
mized because the cost is spread over 
a long period. Agents can meet the 
low price challenge of direct writers 
and still offer more in quality and 
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UNDERWRITERS 


ALLSTATE’s Rochester 
regional office will 
shortly absorb all up- 
state New York, creat- 
ing, seven underwriting 
opportunities. Past un- 
derwriting or insurance 
schooling a necessary 
prerequisite. Submit re- 
sume & salary require- 
ments to: 


BOX D-25, 


c/o The National Underwriter 
Co., 175 W. Jackson Bivd., 
Chicago 4, lil. 


SAFETY ENGINEER 


Il years experience in all phases Safety Inspec- 
tion (electrical, mechanical, fire, elevator, etc.). 
Desire position with Casualty company, preferably 
Minneapolis area. Will relocate. Please write 
or call: C. R. MORSE, 2700 LEE AVE., NO., 
MINNEAPOLIS 22, MINN. Tele.: JU 8-5429. 



















WANTED 

CASUALTY CLAIMS 

- §UPERVISOR 
by large Company operating countrywide 
with Home Office in Hartford. Man we 
seek must have 5 to 10 years experience, 
particularly Liability lines with good edu- 
cational background and come highly rec- 
ommended. Prefer individual with legal 
background. Good salary and excellent 
opportunity with one of the top-flight 
Casualty Companies. In reply give com- 
plete résumé of educational and experience 
background. Address Box D-16, c/o The 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 








Situation Wanted 


Experienced Husband and Wife Insurance Team 
desire to relocate. Ten years in the business, 
processing $500,000 in annual premiums. Ages 
39. Plenty of ability but must have permanent 
arrangement. Address Box D-7, c/o The National 
Underwriter Co., 175 W. Jackson Bivd., Chi- 
cago 4, Ill. 








OFFICE MANAGER 


Chicago all lines agency has opening for ad- 
ministrator experienced in personnel, account- 
ing, and statistics. Salary and age open. Write 
qualifications to: Box D-24, c/o The National 
cn Co., 175 W. Jackson Bivd., Chicago 











INLAND MARINE 


20 years Home Office Underwriting, field 
work, Branch Manager—desires permanent 
position. Available immediately. Write Box 
D-19, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 


FIRE UNDERWRITER— 
ASSISTANT EXAMINER 


Salary in keeping with experience. Good future. 
North or northwest side of Chicago resident. 
Full company benefits. Address Box D-23, c/o 
The National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 


service. The average consumer re- 
gards the privilege of paying in small 
installments as more important than 
the final price. Home declares that the 
experience of most businesses has 
proved that quality goods can outsell 
lower-priced lines if the better mer- 
chandise can be bought on budget 
terms. 

Home undertakes its new mer- 
chandising program, with Thico as the 
backbone, after every practical, pos- 
sible test. This is reflected in the 
streamlined, explanatory material pro- 
vided to producers. There is a basic 
manual describing all phases of the 
plan, a set of questions and answers 
covering every contingency, a forceful 
comparison with other budget plans, 
and a handy booklet of payment 
schedules. The payment coupon book 
has full instructions for insured. 

Prior to the initial sales meeting in 
New York, Mr. Black solicited the 
frank views of leading agents. Their 
opinions are the main theme of the 
film Home made to promote Thico. 
Arthur F. Blum of Rockaway Park, 
regional vice-president of New York 
State Assn. of Insurance Agents, C. 
William Rich of Brewster, Markham 
F. Rollins Jr. of Bronxville, Robert 
and Vincent Stearns of Poughkeepsie, 
and George H. Ware of Norfolk, Va., 
agreed that Thico would help in meet- 
ing lower prices and retaining quality 
of coverage. They were attracted by 
the simplified agency operations re- 
sulting from the plan, the advantage 
of full commissions at inception, and 
freeing of producers’ time to sell. They 
also approved the format of literature 
explaining and promoting the plan. 
Mr. Blum declared that Thico is the 
finest plan in the business. 

Exceptions Under Plan 


Three and five year Home policies 
where the aggregate premiums pro- 
duce individual installments, after the 
first payment, which total less than 
$6 on monthly plans, $10 on quarterly 
plans, and $15 on annual plans are 
ineligible. However, three and five 
year Home policies are eligible, re- 
gardless of premium size, when they 
are combined with Peoples-Home Life 
policies in a monthly payment agree- 
ment, providing each installment on 
all policies is $10 or more. One year 
Home policies with a premium under 
$1,000 are ineligible unless included 
in an agreement with eligible three 
and five year polices. Policies under 
deferred payment, installment os sim- 
ilar plans can qualify if cancelled, and 
rewritten on a prepaid basis with the 
full term premium budgeted. 

Peoples-Home Life policies are in- 
eligible when premiums are paid other 
than monthly, but other premium pay- 
ment arrangements can be converted 
to the monthly basis. Where life pol- 
icies alone are included in an agree- 
ment, monthly payments under $5 do 
not qualify for Thico. Where life pol- 
icies are combined with three and 
five year Home policies in a monthly 
payment agreement, the over-all in- 
stallment in the agreement must not 
be less than $10 for eligibility. Other 
types of ineligible Home and Peoples- 
Home Life policies are outlined in the 
explanatory Thico booklet. 





ASSISTANT INSURANCE MANAGER 

A progressive medium-sized chemical company, 
located in the Midwest, requires an Assistant 
Insurance Manager. 5 to 10 years experience in 
Direct Damage, Workmen's Compensation and 
casualty lines preferred. A suburban location 
affords fine living, academic, and recreational 
facilities. Please send your résumé with salary 
requirements in confidence to: Box D-14, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 
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Program Ready 
For Big Hoosier 
Rally Nov. 17-19 


The program has been prepared fy 
the annual meeting of Indiana Ag 
of Insurance Agents Nov. 17-19 at th 
Claypool hotel, Indianapolis. Indian, 
is the state that set the pace for y. 
tendance years ago, being the first 4, 
reach 1,000, and at one time the }p. 
diana meetings were larger than tho 
of the national association. 

Harry E. McClain, the executive se, 
retary, has altered slightly the fy. 
mula which called for the farm ageyj* .”. 
to hold forth at the opening lunchey eg 
Monday. Instead, the speaker will } ager 
Commissioner A. C. Palmer of Ing} #,.° 
ana, and he will be followed by a Griffin, 


sentation of the 1959 Big I advertisin : —. 
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multaneous. sessions, one  coveri Zé 
public liability insurance and farm Smith, ti 
surance from the company standpoin — 
and the other describing the AFCo}Mass. Si 
premium payment plan and a discy. Mr. C 
sion of package policies. H. F. value situ: 
Burg of General Accident will talk » ulsory 
public liability insurance; B. R. Wa. ie gla 
inder, America Fore Loyalty grow, shocking 
will handle farm insurance; Georg which is 
Faunce III of AFCO will discuss the 44 clain 
payment plans, and H. H. Nelson gf for 1954 
Council Bluffs, president Iowa Ass, national 
of Insurance Agents, will talk m Direct 
package policies. aiemne! 
That evening the local board offi- during 
cers will have a dinner at which Stey- in the 
en Smith of Indianapolis will speak, dais fs 
The second morning will be opened at ha 
with the report of the president, and 300,000 
there will be talks by E. H. Luecke of labor 
America Fore, on “Selling is Fun, ani liability 
it Pays Off; A. M. O’Connell of Cin- and like 
cinnati, on “Independence for Agents dense 
and for Companies,” and Dr. F. ¢ The p 
Schwartz of Sydney, Australia, on “A souls 
Blueprint for Conquest.” ye — 
In the afternoon the agents will earn 
have their business meeting and elec-}. a ’ 
tion, and hear a talk by J. E. Reich, rf nley 
executive vice-president of Indiana compuls 
Chamber of Commerce. ae aa 
At the final session Wednesday nolitical 
morning, James C. O’Connor, execw- ing all | 
tive editor Fire, Casualty & Surety with th 
Bulletins, will talk on “These Chang- imeuranx 
ing Times;” F. H. Witmeyer, presi- er 1 
dent of Excelsior, will discuss “The davine 
Road Ahead,” and the fieldmen’s as- “ah cc 
sociation will give a presentation on is depr 
“The Wrong Way to Sell.” there is 


statute, 


UM Toc 


Mr. § 
stances 
ory in 
the Ne 
wo pr 
passage 
ordinate 
entire i 
wninsur 
one yeg 
viee to 
Schwab 








Helene Claims Speeded 


General Adjustment Bureau had 
closed more than 10,000 of 13,000 
Hurricane Helene loss assignments 
by Oct. 25. 

The storm hit the coast of the 
Carolinas Sept. 27. GAB sent 189 ad- 
justers to the Wilmington, Morehead 
City, Myrtle Beach, New Bern, Hat- 
teras, and Greenville areas. 

Since these localities had been 
mauled by other storms in_ past 
years, bureau adjusters found insured 
fully cooperative. This accounted for 
the speed with which the unusually 
large staff of adjusters were able to 
close 80% of losses so quickly. 
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FeNATIONAL UNDERWRITER 


Conn. Agents Look To UM As Alternative 


(CONTINUED FROM PAGE 1) 


than 300 agents, who indicated a 
determination to combat compulsory 
auto liability, a definite threat in the 
gate, with might and main and the 
mandatory uninsured motorists cov- 
for a. * aighlighting the morning session, 
presided over by the outgoing presi- 
dent, Eben Learned Jr. of Norwich, 
was a panel discussion of compulsory 
automobile insurance—is it inevit- 
‘lable? William N. Woodland, editor of 
‘Ithe Standard, moderated the panel. 
Participants were Arthur C. Conley, 
general counsel Insurance Federa- 
*Ition of Massachusetts; Frederick J. 
of Inds Griffin, Manchester, past president 
y 1s of the New Hampshire association; 
yori Arthur L. Schwab, Staten Island, 
] -Istate national director New York 
be Sitate association, and Richard E. 
ail Smith, executive secretary Virginia 
ndpelk association. 

: AFCo| Mass. Situation Deplorable 


discus] yr, Conley described the deplora- 

F. Vale situation that 31 years of com- 
talk o pulsory has created in Massachusetts. 
R. Wal One glaring result, he said, is the 
SOU) hocking claim frequency in the state, 
Georg] which is the highest in the country, 
CUSS the $4 claims per hundred cars insured 
elson tli 1954-56, more than double the 
‘a Assn national average of 2.8. 
talk Direct results of this are, of course, 
extremely high rates, despite which, 
during 1950-57 the amount provided 
in the commissioner’s rates to pay 
daims fell short of meeting the losses 
that had to be paid by some $28,- 
300,000, and finally the fact that the 
number of companies writing auto 
liability in the state is only 91 now 
and likely to decrease rather than in- 
crease. 

The provision in the Massachusetts 
compulsory law designating the com- 
missioner as sole authority for setting 
compulsory rates and classifications 
is the root of the trouble, said Mr. 
Conley. This automatically plunged 
compulsory into politics, where it has 
been ever since, as one of the favorite 
political footballs, with politicians fall- 
ing all over themselves to gain favor 
with the voters by lambasting the 
insurance companies and demanding 
lower rates. Because legislators are 
convinced that a vote to do away 
with compulsory would be construed 
as depriving the public of protection, 
there is no prospect of repeal of the 
statute, he said. 


UM Too Late 


Mr. Schwab described the circum- 
stances that brought about compuls- 
wry in New York. In the opinion of 
the New York association, he said, 
wo primary factors brought about 
passage of the law: Lack of co- 
wdinated effort on the part of the 
tntire industry, and the fact that the 
ininsured motorist endorsement came 
one year too late. In the way of ad- 
Viee to the Connecticut egents, Mr. 
Schwab said that in any state where 
the percentage of insured motorists 
'§ reasonably high, a combination of 
mandatory UM and a defense cor- 
poration set-up or assigned case 
plan will be much more effective 
than a compulsory plan, and elimi- 
rai the tremendous detail and red 
pe. 
Following these two examples of 
What not to do, two alternate plans 
Were described to the agents. First, 
yeles 14 Frederick J. Griffin explained how 
New Hampshire avoided compulsory. 
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He stressed the fact that his state 
association had gone on the offensive, 
rather than be forced later into a 
defensive position. He made the in- 
teresting observation, from his New 
Hampshire experience, that to at- 
tempt to have a unified front with 
all segments of the industry won't 
work and a great deal of time will 
be lost trying. No plan, he stated, 
will ever be satisfactory to all parties 
involved. 

Once the New Hampshire associa- 
tion realized this, agents embarked 
on a plan of their own, the basis of 
which was to strengthen the financial 
responsibility law and make UM 
coverage mandatory. The two major 
obstacles to this were that they had 
to ask the general court to put back 
into the financial responsibility law 
some of the teeth that they had re- 
moved in previous sessions; and, sec- 
ondly, the companies and bureaus 
were opposed to making the UM a 
part of the basic policy. But in the 
agents’ favor was the fact that the 
commissioner and governor were in 
favor of the plan and that nearly 
90% of the vehicles in the state 
were insured. The plan eventually 
succeeded, largely as a result of an 
excellent and complete information 
program. 


Virginia Solution Described 


Mr. Smith described Virginia’s so- 
lution to the problem, a plan pat- 
terned after New York’s UM, with 


certain amendments, and _ coupled 
with an indemnification fund, sup- 
ported by extra registration fees 


charged uninsured motorists and then 
distributed to companies writing auto 
liability in the state, to reduce the 
cost of UM. This plan is not a panacea 
or a cure-all, Mr. Smith said, and 
the association anticipates that minor 
changes will have to be made, such 
as raising or lowering the fee or the 
rate, which, at $6, is, in his opinion, 
too high. He said that any such 
plan is designed solely to alleviate 
financial suffering. Compulsory or 
anything else does not produce safety, 
as is sometimes intimated by its 
exponents. 

Robert I. Catlin, chairman of Con- 
necticut Safety Commission and re- 
tired vice-president of Aetna Casual- 
ty, talked on high auto accident 
claims costs in Connecticut. The cost 
of automobile liability in Connecticut 
is far out of line with other sections 
of the country, he pointed out. With 
the exception of New York and Boston, 
rates for Hartford and Bridgeport are 
higher than those in any other city 
in the U. S. The cost of automobile 
liability is controlled by traffic ac- 
cidents, claim frequency, and aver- 
age cost of settling claims. 


Accident Record Not Cause 


Connecticut’s rate situation is def- 
initely not the result of the state’s 
traffic accident record, which is one 
of the best in the country, he said. 
In fact, Connecticut led all other 
states in having the lowest fatality 
rate for the first eight months of this 
vear. But a look at the claim fre- 
quency record and average cost of 
settling claims in the state shows 
what has caused high rates. Con- 
necticut’s claim frequency is 20% 
higher than the national average 
(excluding Massachusetts) or 3.44 per 
100 insured cars, and is exceeded on- 
ly by New York, Massachusetts and 


Illinois. The state’s average claim 
cost is equally bad, Mr. Catlin said— 
$877, or 20% above the nation’s 
average (excluding Massachusetts). 
Mr. Catlin’s figures were as of Dec. 
31, 1957, and records show that in 
that year the 114 leading companies 
writing auto liability in the state sus- 
tained an underwriting loss of $147 
million. Mr. Catlin recommended that 
the Connecticut association take ac- 
tion that will result in a prompt and 
thorough investigation of this whole 
subject by the casualty insurance in- 
dustry. 

Cost Survey Presented 


The results of the agency cost sur- 
vey conducted in Connecticut were 
presented by Lawrence F. Smith, ed- 
ucational director of NAIA. The 
agencies studied had an average in- 
come of $110,000 in 1957, of which 
gross commissions constituted $21,641, 
he said. 

Agency expenses averaged $63 a 
month for heat, light, and power, $606 
a year for taxes, $325 a year for 
insurance, $584 a year for postage, 
printing, stationery and office sup- 
plies, $34.50 per month for telephone 
and telegraph, $2,914 per year per 
office worker, $281 a year for bad 
debts, $18 a month for dues and 
subscriptions, and $519 a year for 
miscellaneous expenses. 

The total general expense was $8,- 
178 for the year. Agents spent $49 a 
month for advertising. Automobile 
took $50.50 per month, travel $389 a 
year, entertainment $238 a year, sell- 
ing salaries $671 per year—all of 
which added up to $2,488 for sales and 
service expense. 


Contributions cost $7 a month. 
Principals earned $7,574 for manage- 
ment salary. There was $411 spent 
during the year for miscellaneous ad- 
ministrative expenses. Total admin- 
istrative expenses ran $8,743, and to- 
tal expenses $19,409. This left $2,232 
net profit, or 2% of net premiums. 

Agents had $1,677 of other income 
—special contingent commissions un- 
related to the business itself, life com- 
missions, real estate, etc. 

In his report of the administration, 
Mr. Learned stated that the regula- 
tion outlawing fictitious groups, sim- 
ilar to those in Florida, Rhode Island 
and West Virginia, that had been 
promulgated had been turned down 
by him. He also said that a delay 
had been effected in filings that con- 
tain reduced production or acquisition 
cost allowance for automobile. 
Commissions A Matter Of Contract 


Commissions are strictly a matter 
of contract between the agent and his 
company, George S. Hanson, NAIA 
general counsel and executive secre- 
tary, said. They should not be auto- 
matically reduced when rates are re- 
duced. The attitude of some com- 
panies that when rates are reduced 
commissions should be proportionally 
reduced, should not be tolerated b 
the agent. The problems of today, in 
relation to commissions, are different 
from those that arose in 1932, he 
pointed out, and should be recognized 
as such when solutions are being 
considered. 

The Middlesex association received 
the North Cup, awarded for the best 
record of local board achievement dur- 
ing the past year. It was presented by 
Eben Learned Jr. at the banquet. 

James B. Donovan, of Watters & 
Donovan, will speak on legal aspects 
of nuclear energy insurance before a 
meeting of Society of Medical Juris- 
prudence at the New York Academy 
of Medicine Nov. 10. 





Benjack Cage In Brazil, 
Ready To Return Soon 


Benjack Cage, out on bond on a 
charge of embezzling money from 
ICT Ins. Co. of Dallas, has obtained 
a permanent residence permit in Bra- 
zil and is presently keeping house in 
the Jargagua hotel in Sao Paulo. 

Mr. Cage is facing a 10-year prison 
term and four indictments, but when 
interviewed by the Dallas-Times Her- 
ald, he said he is ready to return to 
Texas. He said he is in Brazil on a 
business trip. 

Mr. Cage went to Brazil after ICT 
collapsed, but returned to stand trial 
“to clear his name.” He invoked the 
Sth amendment before the investiga- 
ting committees and declined to take 
the stand during his embezzlement 
trial. His conviction is presently on 
appeal. 


Young, Hartford Fire 
Field Man, Retires 


Alexander B. Young, special agent of 
Hartford Fire at Kansas City, has re- 
. tired after nearly 
40 years of service. 
He joined Hartford 
Fire in 1919 in the 
home office engi- 
neering depart- 
ment. He later 
transferred to Chi- 
cago and also 
served at Colum- 
bus. He has been 
at Kansas. City 
since 1928. Mr. 
Young is a _ past 
most loyal grand 
gander of Blue Goose. He is a past 
president of Missouri Fire Underwrit- 
ers Assn. and Missouri Fire Preven- 
tion Assn. A Phi Beta Kappa, he also is 
a past president Delta Upsilon fraterni- 
ty. He has served on committees of 
National Board, Kansas City Chamber 
of Commerce and National Fire Pro- 
tection Assn. 


Chicago CPCU Panels And 


Conferment Set For Nov. 13 


The Chicago chapter of CPCU will 
hold its annual forum and conferment 
luncheon Nov. 13 in the La Salle ho- 
tel. 


In the morning, there will be si- 
multaneous panels, one on current un- 
derwriting problems and the other on 
problems of agency survival. Robert 
A. Hedges of the University of Illi- 
nois will moderate the underwriting 
panel, which will have as participants 
J. Joseph Corbett of Joyce & Co.; 
Goodwin Clark Jr. of Continental Cas- 
ualty, and William T. McElveen of 
Wineman Bros. 

Malcolm G. Young of Zurich will 
moderate the agency panel of which 
the members will be John G. Eggers of 
Selbinger & Co.; Daniel J. Kelly of 
Aetna Casualty, and Sanford H. Led- 
erer of Stewart, Keator, Kessberger & 
Lederer. 

Luncheon speaker will be William H. 
Berry, vice-president of America 
Fore Loyalty group and chairman of 
the advisory committee of Nuclear 
Energy Property Insurance  Assn., 
whose topic will be “Property Dam- 
age Insurance on Nuclear Risks.” 


Geoffrey A. L. Blackman has been 
named manager of the fire and inland 
marine department of the Barney & 
Barney agency of San Diego. From 
1953 to 1958 he was state agent of 
North British group and before that he 
was an agent in Long Beach. 





Alex B. Young 




















BURGLARY INSURANCE— 





fast-growing source of premium income 








Ask the Aetna Fieldman 


Agents and brokers who have actively promoted the 
Aetna’s burglary coverages find that income from this 
source grows by leaps and bounds. 


For one thing, the Aetna has the specialized know-how 
and up-to-date facilities for writing the latest criminal loss 
coverages such as the Blanket Crime, the 3D, Accounts 
Receivable and Valuable Papers and Records policies. In 
addition, the Aetna fieldman can give you the advice and 


Meet William J. Dunne 
Special Agent, 
Norwalk, Conn. 

Bill believes that an agent’s 
best prospects for burglary 
insurance are his present cus- 
tomers. His favorite sales 
technique is to start by em- 
phasizing the high crime rate 
in the U. S., then explain the 
coverage in detail, and close 
by using visual aids such as 
newspaper clippings describ- 
ing recent local burglaries. 
Bill is a member of the Conn. 
Field Club and Secretary of 
the Milford Lions Club. His 
hobbies are swimming and 
photography. 
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55 ELM STREET 


AETNA INSURANCE COMPANY 


HARTFORD 15, CONNECTICUT 
Clinton L. Allen, President 


assistance you need to take full advantage of today’s op- 
portunities in burglary insurance. 


Also very important is the Aetna’s long-established and 
unfailing record for paying all just claims promptly and 
cheerfully. 


Are you getting your share of the big criminal loss matket? 
Why not discuss the matter with your Aetna fieldman? 
Give him a call today. 


Meet C. R. Tobin 
Resident Manager, 
Cleveland, Ohio 


Mr. Tobin derives particular 
satisfaction from helping 
agents build up business on 
lines that bring attractive 
profits, a category which nat- 
urally includes burglary in- 
surance. He is a member of 
the Ohio Fire Underwriters 
Association, Fire Prevention 
Association of Ohio, Cleve- 
land Association of Casualty 
& Surety Managers. His avo- 
cations include lawn bowling 
and antiques—stamps, his- 
toric fire marks, and old in- 
surance policies and papers. 
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